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The kind most tinsmiths are using. 
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“PLECKER’S” 


CORRUGATED EXPANDING CONDUCTOR PIPE 


AND 
GALVANIZED EAVES TROUGH 


"THE uncommonly good material — Keystone Copper Bearing Steel — of 
which they are made, appeals at once both to you and your customers. 
This metal is famous for its ability to withstand long and severe service. It 
does not rust and therefore resists corrosion. 


When you use “PLECKER’S” eaves trough and conductor pipe on a job 
ou can assure your customers that they will receive years of service from them 
setae of their exceptionally strong and durable construction. 


They sesh 2 no more than other brands made of inferior material and they 
are shipped in handy 10 ft. lengths. 


Use “PLECKER’S” on your next job. It will pay you. 


WRITE TODAY FOR OUR CATALOG LISTING TIN PLATE, 
TINNERS TOOLS AND SUPPLIES OF ALL KINDS. 


CLARK-SMITH HARDWARE CO. 
PEORIA, ILLINOIS 
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Try it now and learn why. | 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 49 to 51 
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QUICK MEAL 


Blue, Black or White 


Porcelain Enameled 
Coal Ranges 


are the most up-to-date 
ranges made. 

















They will last a lifetime. 


Place your orders now. 


Quick Meal Stove Co. 


Division of American Stove Co. 
825 Chouteau Avenue 
St. Louis, Mo. 
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The Steel Furnace that is pos- 


itt -tt it’ If you’re not handling the 
itively gas-tight, because it’s made you're not handling the 
Tr ig h f. tomers —e sate os a 

; . Write for illustrat 
Made of tested metal, cold-riveted to- ponent ns te Bice ” 
i No direct draft to warp and 


uckle. Stays in order. 


THeAoeg wave eo ore eeer 


Steel Furnace 


is fool-proof. Gets more heat value out oi 
the fuel used; because its radiating surface 
is greater, and more of the heat generated 
in burning the coal is extracted before the 
smoke and gases are passed on up the flue. 


Haynes-Langenberg Mfg.Co. 


4058 Forest Park Blvd. St. Louis, Mo. 
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If ever there was a time when retail hard- 
ware dealers should put additional energy 
into their business, that time 

No Time to 
Slow Up. 


is now. 

The retailer who has made 
up his mind that 1921 will be 
a poor year for business will not be disap- 


pointed. His business will be poor. 


But you do not want your business to be 
unprofitable. 


So you are now planning as to how you 
can best take advantage of the present situa- 
tion. 
that is the ditference between the 
chronic pessimist and the constructive op- 
timist. 

The first says: 
can do nothing to make conditions better.” 


For 


“Things are in bad shape. | 
The latter says: “I am glad conditions are 
no worse, and I am going to do my best to 
make them better.” 

Now then—what will you do? 

You will re-adjust vour selling prices to 
correspond with replacement costs. 

That means a paring down of your profits, 
to be sure, but it also means that your selling 
prices will appeal to those who have money 
to spend—and there are plenty of them. 

You will place orders for staple items and 
specialty lines to make sure that your stock 
is in condition to take proper care of the com- 
munity which you serve. 

Naturally, these orders will be smaller than 
you have been in the habit of placing during 
the past three years, because then you knew 
that if you ordered a gross you might get a 
dozen or two. Now your order will be filled 
complete. 

Then you will “go after” business. 

You will take additional space in your local 
newspapers. 


You will prepare, or have somebody in 


your office prepare, the copy for your adver- 
tisements with unusual care. 

In these advertisements you will make 
specific offers of specific items, describing 
‘ach one in your most persuasive manner and 
quoting definite prices on each article. You 
will make frequent changes of copy. 

You will put ginger into your salespeople. 
Make it a special object for each one of them 
to do his or her level best to “land” the cus- 
tomer who comes in for a stove or a washing 
machine, not forgetting that often the cus- 
tomer first asks for a pound of nails and then 
may be led to become interested in one of 
these or other specialty lines. 

You will make an active canvass for new 
business. 

You will send vour best salesman out to 
find “leads” and te bring them into your 
store. 

It may be a case of learning to do some of 
these things for yourself. But vou will have 
a lot of satisfaction from the experience you 
gain. 

And in addition, 


show a healthy increase. 
© @¢ @¢ © @ 


your bank balance will 


The period of rising retail prices through 
which we have passed ought to have one 
good effect, which it is to be 

Watch Your hoped will last for a long time. 


Mark-up. Before the war, there was a 
tendency to mark certain lines 
at too close a margin. For example, an 


article that cost the retail hardware dealer 75 
cents a piece would often be sold for $1.00 
at retail. 

Apparently, this 25 per cent gross profit 
on the sale ought to be enough. But when 
it is considered that a large percentage of 
the hardware dealer’s sales are made on a 
much smaller margin, there must be a corre- 
spondingly large percentage of goods on 
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which the gross profit is proportionately 
larger. 

At the very lowest estimate, the well con- 
ducted retail hardware store can not do busi- 
ness on less than 20 per cent of all sales for 
overhead expenses, and 5 per cent is alto- 
gether too small a margin for safety, as all 
losses from dead accounts, depreciation, sales 
at cost and less must come out of this 5 
per cent. 

In returning to “normalcy,” be sure that 
from now on you keep your “mark-up” or 
gross profit margin large enough to provide 
a legitimate net profit, having due reference, 
of course, to local and special conditions. 

Remember that you are in business to 
make money and not solely for the purpose 
of changing silver dollars for dollar bills. 

¢ ¢ © 6 @ 6M 

Too many business men confuse the mean- 
ing of the word “economy.” They think that 

to “stint” means to “save,” 

Economy when as a matter of fact, very 

IsNot often the actual result of stint- 

Stinting. ing is a definite loss. 

True economy entails a care- 
ful consideration before spending; it also en- 
tails an even more careful consideration be- 
fore cutting down expenses. 


For example, a retail hardware dealer may 


say to himself: “Times are going to be hard. 
I'll have to cut off every bit of expense that I 
can do without.” 

But will he stop putting coal in the warm 
air heater or stove that keeps his store com- 
fortable during the cold weather? 

Or will he stop using electric light on the 
dark days of the fall and winter? 

Or will he discharge his best paid salesman 
and keep the lower priced men? 

Or will he stop advertising in his local 
newspapers? 

He may take any or all of these steps, to 
“save expenses.” 

But if he does, he will make his store a cave 
of ice and Mrs. Jones is not going to stay to 
hear his selling talk on the fine heating quali- 
ties of that stove that he hopes to sell her. 

He will not sell that gasolene mantle lamp 
that he expected Mr. Smith to buy as a 
Christmas present for Mrs. Smith. 

He will lose many a sale that his star sales- 
man would have found easy to make, but 
which the second rater could not land. 
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New customers will not come into his store, 
for they will not know that he has this-or- 
that for sale, as he doesn’t advertise. 

No, stinting is not economy. On the con- 


trary, it is the worst form of extravagance. 
© ¢ © © @ 


One of the most hopeful signs of returning 
reason on the part of Labor is the fact that 
a large group of factories in the 

Returning cotton industry have made new 

to Reason. arrangements with their em- 

ployees, by which the latter will 
be kept on full time, but at wages which av- 
erage about twenty-five per cent less than 
those of a year ago. 

Another sign of the same kind was the re- 
cent decision of the delivery drivers’ union in 
Chicago to remain at work on the. present 
scale of wages rather than to strike for an 
increase which had been demanded by the 
union officials. The decision was unanimous 
and followed a very sound exposition by these 
officials of the fact that while the advance in 
wages might be justified by the existing cost 
of living figures, the general public would be 
likely to look with disfavor upon a strike, and 
that therefore there was little hope of win- 
ning the strike. 

Still another sign of even greater impor- 
tance is the very decided improvement in the 
per capita output during the past three 
months in ‘many lines of work. The em- 
ployees appear to have come to a realization 
of the necessity for real application to their 
tasks, and instead of going along at an in- 
different gait and “slacking” on their jobs, 
they are now beginning to put energy and 
care into their work—with the natural re- 
sult that not only does each man produce 
more but that each article is better. There 
are less broken casting's, less spoiled cuttings, 
less “seconds.” 

Once we all get back to the old-time hon- 
esty of effort and thought put into our work, 
conditions will show a decided improvement 
all around and both employee and employer 
will be better satisfied. 

The condition which has been the ruling 
one in industry for the past four years can 
not be changed any too quickly, and every 
step toward a return to a reasonable rate of 
pay and a reasonable buying power for that 
pay is to be greeted with acclaim. Let us all 
work to that end! 
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Random Notes and Sketches 


By Sidney Arnold 





The numerous friends of Samuel H. Jacobs, vice- 
president and general manager Fanner Manufacturing 
Company, Cleveland, Ohio, will be glad to learn that 
he is getting better and will soon be able to leave St. 
Luke’s hospital in that city. 

x * * 

The many friends of Harlan G. Grosscup will be 
glad to know that he is again connected with the Lovell 
Manufacturing Company, Erie, Pennsylvania, manu- 
facturers of the well known Anchor Brand Wringers. 

The “Judge,” as he is known in the Hardware Club, 
will make his headquarters at the Chicago office. He 
jumped right into the harness on December first and 
is now in the northwestern states on a trip among the 
wholesalers in that territory. 

1K * ok 


The world is a looking glass, said Thackeray, and 
gives back to every man the reflection of his own face. 
Frown at it, and it in turn will look sourly upon you; 
laugh at it and with it, and it is a jolly kind companion. 

¢.6 6 

Whenever I get a touch of grouchiness I seek the 
company of some of the sales managers with whom I 
enjoy a sense of fellowship, and in most cases my 
grouch leaves in a short time, for a sales manager must 
be an optimist by nature or self-training, in order to 
make a success. 

One of the best friends I have in this class of men 
is C. J. Oxley, who pilots the selling organization of 
the AutoStrop Safety Razor Company, and he cer- 
tainly uses a very good reasoning in the following state- 
ment made at the recent Convention of the National 
Hardware Association at Atlantic City: 

“The greatest need in the country today and that 
includes the hardware business, is a spirit of optimism. 
We have enough calamity howlers now. We need to 
look upon the bright side and hope for the good things. 

“Those of you who have experienced a trip to the 
clouds in an aeroplane will recall the feeling of horror 
you experienced when the pilot made the tail-dive to 
earth. You probably did not expect to land in safety, 
but you did! Just now business is experiencing the 
downward flight, but just as in flying we will land 
safely on the field of normal conditions.” 

7 *x* * 


James W. Gerard had a happy way in Berlin of 
chaffing the great war lords and dictators. A grand 
duke said to the ambassador at a reception: 

“Germany will win this war. Then let America 
look out.” 

“How will Germany win?” said Mr. Gerard, calmly. 

“With her submarines, with her gases, and, above 
all,” said the grand duke, “with perseverance. Per- 
severance, Mr. Ambassador, always conquers.” 

“Always?” said Mr. Gerard, winking at a fellow 
countryman. “How about the hen on the china egg?” 

ok * K 

My friend W. J. Burton, of W. J. Burton Com- 
pany, Detroit, Michigan, contributes this smile-provok- 
ing tale to my collection: 


During a trial in a country village the local black- 
smith was required as a witness. 

A messenger having been dispatched to fetch him, 
he soon arrived, straight from his work, hot, dusty 
and dirty. 

The judge, a very fastidious man, noticed this, and 
remarked severely : 

“Look here, my man, what do you mean by coming 
into court in this state? How long do you wear your 
shirts?” 

The smith flushed and answered surlily: 

“Just about down ter my knees, guv-nor. ‘Ow long 
do you wear yours?” ; 
ok ok oK 

After many years of long and faithful attendance on 
his patients, old Dr. Brown decided to take a much- 
needed vacation, intrusting his practice to his son, a 
recent medical graduate. 

Later, when the old gentleman returned, the younger 
physician told him, among other things, that he had 
cured Miss Anthony, an aged and wealthy spinster, of 
her chronic indigestion. 

“My boy,” said the old gentleman, “I’m certainly 
proud of you; but Miss Anthony’s indigestion is what 


put you through college.” 
x * * 


From my friend E. C. Fox of the Independent Reg- 
ister and Manufacturing Company, Cleveland, Ohio, 
comes this account of a recent explosion, as narrated 
by the foreman: 

“Well, you see, sir,” explained the foreman, “it was 
this way. Bill went into the powder mixing room, 
probably thinking of something else, and struck a 
match in mistake. He —” 

“Struck a match!” exclaimed the proprietor in 
amazement. “I should have thought that would have 
been the last thing on earth he’d do!” 

’ was the calm rejoinder. 
1K * x 


“It was, sir,’ 


The other day my friend A. W. Crotsley, of the 
Whitaker-Glessner Company’s Chicago office, heard 
two society ladies talking. 

Evidently they were reared in Boston, for this was 
their style of conversation : 


One said to the other: 
“What a lovely baby we just passed.” 
“Yes,” said the other, “it’s mine.” 
“Ts that true?” asked the first lady. 
“It’s the undraped actuality,” said the second. 
“How can you tell?” 
“T recognized the nurse.” 
* * * 


You may not be willing to keep the pace on the road 
to success. That is a matter of choice with you. But, 
if your lagging prevents others from forging ahead, 
you are doing an injustice by obstructing the path. 

Clear the Way. 


Don’t block the way, my brother; 

. Do not fill the narrow path; 
Others you may stay, my brother, 
Others you may rouse to wrath. 
Draw aside for those, my brother, 
Who with swifter feet may run; 
Linger not, nor pose, my brother, 

Till the shining goal be won. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





ELECTRIC FAN HELPED TO MAKE 
CUSTOMER BUY THE RANGE. 


Here are two ideas, one of which you can file away 
for next summer, while the other one is just right for 
‘now. 

Paul Green, who is in charge of the advertising de- 
partment of Cole Manufacturing Company, Chicago, 
makers of the famous Cole’s Hot Blast stoves and 
ranges, is responsible for both: 

“Selling a coal range in July, with the thermometer 
hovering around the hundred mark, may seem to the 
unresourceful salesman to be a hard task, but it didn’t 
prove to be so to the chap we watched put one over 
several months ago. 

“It was blistering hot and he was demonstrating a 
range to an old gentleman and his daughter-in-law. 

“The old gentleman (he looked to be about 70) 
was going to make her a present of the range. Hav- 
ing made his fortune a nickel at a time, he wasn't 
what you would term an easy prospect. He surely 
did want to know all about that range. And that 
salesman certainly covered the idea thoroughly, time 
and time again, but he couldn’t quite close it up. 
Finally the old gentleman complained of the heat, said 
he was getting ‘dizzy.’ The daughter-in-law said, 
‘We'll come back some other time.’ Did the salesman 
let them go?—not much. 

“He excused himself and a moment later appeared 
with an electric fan tucked under his arm. 

“He put the ‘old boy’ under the fan and revived 
him, finally putting his sale ‘over the top.’ ” 

“But,” continued Mr. Green, “that was in July, and 
this idea won't help sell stoves or ranges in December, 
when the thermometer is more likely to range around 
the zero mark. So here is another one which fits in 
better with this season: 

“I have been in some hardware stores where the 
customer, instead of getting dizzy with the heat, ac- 
tually got cold feet—literally, I mean—while the sales- 
man kept talking about the fine heating qualities of 
his stove. 

“Why not use one or two of the stoves you carry 
in stock, for demonstration purposes and thus give 
your prospective customers a really truly proof that 
you are telling the truth? 

“Surely, there is nothing you can say that will carry 
conviction as well as an actual demonstration of what 
your stove will do.” . 





Assigns Patent Rights for 
Baking Oven. 

Lewis T. Wilcox, Peekskill, New York, assignor to 
A. J. Lindemann and Hoverson Company, Milwaukee, 
Wisconsin, a Corporation of Wisconsin, has procured 
United States patent rights under number 1,356,102, 





for a baking oven described in the following : 

A device of the 
character de- 
scribed, compris- 
ing am oven shell 
or casing com- 
posed of walls, a 
top, and a bottom, 
one wall being 
provided with a 
door opening and the bottom having an opening for 
the admission of heat, said oven adapted to be placed 
upon suitable burners and said bottom opening ex- 
tending over one or more burners, a door for opening 
and closing the door opening, a tray supported hori- 
zontally in the said oven below the upper part of the 
door opening, said tray covering and extending beyond 
the bottom opening and being spaced from the walls 
of said oven a greater distance at the corners of the 
oven than at points intermediate said corners, the said 
spaces at the corners being less at their greatest width 
than one-fourth of the length of the shortest oven wall. 

















Guarantees Against Decline 
of Prices During 1921. 


In order that dealers may order freely through their 
jobbers, the Black Silk Stove Polish Works, Sterling, 
Illinois, guarantee that there will be no price decline 
on Black silk products to jobbers during the coming 
year. 

Experience has demonstrated the convenience and 
advantage of marketing Black Silk products through 
regular jobbers. 

Accordingly, the Black Silk Steve Polish Works an- 
nounce continuance of this policy. They state that 
there is an amply supply of Black Silk products for 
every jobber and dealer. 

Occasionally, however, it happens that some dealer 
is unable to get supplies from his usual sources. 

In such cases, Black Silk Stove Polish Works assure 
retailers that their wants will be filled either direct 
from the factory or they will be put in touck with job- 
bers in their territory who will ship the goods promptly. 

With a view to maintaining the highest possible 
standard of service, the Black Silk Stove Polish Works 
request that dealers take prompt action in notifying 
the factory whenever they have difficulty in getting 
prompt shipment. 





Liquid Fuel Stove Is Patented. 


Under number 1,355,933, United States patent rights 
have been granted to Lewis T. Wilcox, Peekskill, New 
York, for a liquid fuel stove described herewith: 

The combination with a liquid fuel burner of a stove 
top, provided with an opening adapted to be positioned 
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over the burner and to permit the free passage of heat 
and combustion products therethrough and a grate lo- 
cated in said opening, comprising a supporting frame 
and curved members extending from the outer portion 









































of said grate inwardly toward the center thereof and 
toward the center of said opening from all sides there- 
of, and a plurality of conduits leading from a point 
between the said burner and grate in different lateral 
directions. 





Enumerates Four Ways to 


Stir Up Ideas. 


Shut the desk and mix with the customers in the 
store. 

Go window shopping down the street and keep your 
mind open for suggestions. 

Ramble through a bunch of current magazines and 
see what the editorial matter and ads may suggest. 

Go to the library and read the newspapers from 
other cities, studying the ads. 





Gets United States Patent 
Rights for a Stove. 

Walter F. Rogers, Chicago, Illinois, has procured 
United States patent rights, under number 1,355,848, 
for a stove described as follows: 


In a stove 
adapted for 
burning either 


solid or gaseous 
fuel, a fire-box 
for the combus- 














tion of solid 
1,355,848 re fuel, in combi- 
nation with an 


oven having a ring-shaped gas burner mounted therein, 
a lateral arm extending radially outward from said 
burner and communicating at its outer end with fuel 
and air inlets, the bottom of said oven comprising inner 
and outer plates disposed in substantially parallel 
spaced relation to form a heat passage communicating 
with said fire-box, said inner plate having a depression 
therein to form a seat for said ring burner and lateral 
arm, a hollow Baffle wall disposed in said heat passage 
for uniformly distributing the heat beneath said oven, 
one end of said hollow baffle wall communicating with 
said oven through an opening in said inner plate, the 
other end communicating with said air inlet, whereby 
said baffle walt is adapted to serve as a secondary air 
conduit for said gas burner, said baffle wall extending 
in the same direction as said lateral arm and having 


its upper face shaped to form to the depression in 
which said burner arm is seated. 





Lear What Your Job Means. 


Your job is a tremendous part-of your life, says a 
writer in “The World’s Markets,” published by R. G. 
Dun and Company, New York City. 

Not only does it directly consume one-third of your 
life each business day, but also with its three hours over 
the eight at your desk to cover travel to and fro, and 
luncheon, eleven out of sixteen waking hours are ab- 
sorbed. 

To enjoy life is, therefore, to enjoy your job. 

Work is not designed merely to bring in money that 
one may enjoy life when the day’s work at the office is 
over. 

Work is a prerequisite for enjoyment. 

It remains a joy when so-called pleasures cloy and 
pall. 

For there are three things essential to enjoyment— 
contrast, contest and suspense. 

Analyze your favorite sport, your favorite play or 
your favorite book. 

In each you will find contrast, contest and suspense. 

Contrast is the outstanding factor in your morning 
plunge. 

Contest with conditions, with competitors, with your- 
self is the element that makes business the keenest of 
games. 

Suspense is the element that keys one up to apprecia- 
tion. Anticipation is a mild form of suspense. 

Your job molds you, even as you mold your job. 





Is Granted Patent Rights for 
a Gas Stove. 

Under number 1,358,155, United States patent rights 
have been granted to Alfred H. Humphrey, New York, 
New York, for a gas stove described as follows: 

In a gas stove, 
the 
of a supporting 
base having an 
opening t he re- 
through, a_ bur- 
ner plate having 
burner openings 
therein support- 
ed on said base 
in an_ elevated 
position above said opening therein, a multiple burner 
disposed in said base and provided with burner tips 
alined with said burner openings of said burner plate, a 
fireback removably seated on said burner plate, radiat- 
ing elements removably seated on said burner plate in 
front of said fireback and above said burner openings, 
and a body member of earthenware material having a 
vertical opening therethrough disposed on said base and 
surrounding the parts of the burner above the base, 
the burner plate and fireback, and constituting a hous- 
ing therefor, said body member being removable inde- 
pendently of said fireback and radiating elements, the 
upper portion of the front wall of said body member 
being omitted to expose the radiants. 


combination 

















24. 
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The Week’s Hardware Record 


What Retailers, Jobbers, and Manufacturers Are Doing. 
Laiest Selling Methods. Experiences of Successful Men. 





HOME BEAUTIFUL EXPOSITION IS 
OF INTEREST TO ALL TRADES. 


The announcement of the “Home Beautiful’ Exposi- 
tion which appears on another page of this issue and 
which will be held in Boston, Massachusetts, April 
16th to 30th, 1921, will be of especial interest to man- 
ufacturers of hardware, heating apparatus, home fur- 
nishings, gas and electrical appliances and in fact 
everything connected with the building and interior 
completion, fitting and furnishing of a home. 

It will be the first exposition ever planned for women 
who appreciate the efficiency of modern appliances in 
the home and every approved 


The selling helps furnished by this concern are of 
the kind which really help to sell merchandise. 

For example: When hand power tool grinders were 
first placed on the market, the retail hardware dealer 
who put them in stock labored under the difficulty that 
it was hard to demonstrate just how it worked, because 
he had to hold the grinder in one hand while he tried 
to turn the wheel with the other, and this, of course, 
was not an easy matter. 

It is possible that some ingenious retailer or le 
man conceived the idea of clamping the grinder -to a 
stationary board or some other fixture. 

At any rate, the company manufactured and fur- 
nished to dealers a fixture on 
which half a dozen, or more, of 





type of labor saving device and 
everything possible that makes 
for comfort and efficiency in the 
home will be exhibited. 

The Exposition will be held in 
Mechanics’ Building and under 
the management of Chester I. 
Campbell whose management of 
some of the largest expositions 





Your attention is directed to 
an exclusive feature of AMERICAN 
Artisan AND Harpware Recorp. 
It has the distinction of being 
the only publication which 
gives Western hardware and 
metal prices corrected weekly. 
You will find these prices on 
pages 44 to 49 inclusive. 


its tool grinders could be fast- 
ened in such a way that these ap- 
pliances could be conveniently 
demonstrated—and sales jumped 
ahead at a great rate. 

The writer was in the fine 
hardware store of C. A. Berg- 
lund, Moline, Illinois, a few days, 
and while waiting for the owner’ 











in the country has been uniform- 
ly successful. 

One feature will be a six room house set up in the 
main hall, complete in every particular. 

It will be designed to cost not to exceed $7,500 and 
will be the prize winner in a contest of architects. 

Each room will be fitted and furnished by experts 
and everything will be laid out along the lines of 
beauty, efficiency and economy. 

There are also prizes offered for the best scheme 
of interior decoration and best layout of kitchen, bath- 
room, nursery ‘and laundry. 

The exposition will attract attendance from all sec- 
tions of New England and affords an opportunity for 
manufacturers to display their lines to the best pos- 
sible advantage to an estimated attendance of more 
than 350,000 residents of that section. 





When Do Selling Helps Really 
Help to Sell Hardware? 

Many retail hardware dealers have been blamed for 
not making the proper use or no use at all of the sell- 
ing helps furnished to them by manufacturers of such 
lines as they handle. 

While in some cases the manufacturers who make 
this complaint have good reason for their criticism, it 
is also a well known fact that many of the so-called 
selling helps are lacking so much in actual usefulness 
and so much in attractiveness and real selling value that 
retailers really can’t be blamed if they make no use 
of them. 

A very notable exception must, however, be made 
in the case of the manufacturers of one of the best 
known abrasives and sharpening tools. 


to return from luncheon watched 
customers as they shopped around, 

Almost every other person who passed the fixture 
where tool grinders were displayed stopped to give the 
handle a turn and to note how long the carborundum 
wheel would keep running, and it is safe to say that 
many a sale has been made by self-motion on the part 
of some customers who needed one of these grinders 
but who did not realize just what he wanted until he 
had spun the wheel. 

Francis D. Bowman, who is in charge of the ad- 
vertising department of the Carborundum Company, 
has the right idea as to selling helps for the retailer of 
hardware when he says: 

“The thing of first importance is to get out some- 
thing which will come as near to 100 per cent selling 
efficiency as possible. If you can do that, the cost 
doesn’t amount to much. 

“But if you have scrimped your dealer helps down 
to the point where they have little selling force, it is 
just like throwing money away. 

“Don’t overload your dealer with sales helps. 
him quality, not quantity. 

“See that he gets what he needs and no more. 

“Don’t trust to luck—know what you are sending 
and where you are sending it. 

“These stories you hear about dealers’ lofts filled 
with expensive display matter are usually true, and due 
to just two causes when you get right down to the bot- 
tom of it; either the stuff is so cheap and worthless 
that the dealer is ashamed to use it, or the manufac- 
turer. has sent him sales helps which are not in har- 
mony with the line he handles. 


Give 
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“There is one thing we have learned about displays 
which may be a help to others—always show the actual 
article if you possibly can, and make the display theft- 
proof. 

“You may have noticed that nearly all our displays 
include at least one full-sized Carborundum product. 

“For example, our display rack of grinders shows 
real, full-sized hand-power grinders in running order. 

“Our knife sharpener display rack has a dozen real 
knife sharpeners, and our display rack of razor-strop 
dressings contains real packages.” 





Registers Trade-Mark for 
Lawn Mowers. 


John Braun and Sons, Philadelphia, Pennsylvania, 
assignors to Pennsylvania Lawn Mower Works, 
Philadel- 
THE PENNSYLVANIA GOLF is: Pent 
vania, has pro- 
cured United 
States Patent Office registration, for the trade-mark 
reproduced herewith. The particular description of 
goods to which it is applied is lawn mowers. The 
Company claims use of the word “Pennsylvania” 
which has been continuously used in their business 
since 1877, and in association with the word “Golf” 
which has been continuously used in their business 
since the spring of 1899. 





The Use of Table Cutlery 
Is on the Increase. 


What is the reason for the increased use of table 
cutlery all over the world? 

Countries that had bought only small quantities of 
cutlery before the war are ordering in large quantities. 
This is especially so in South America. 

Venezuela has bought three times as many pocket 
knives and tool knives during the year 1919 than dur- 
ing 1918. 

Not satisfied with this, it increased its demand for 
scissors and razors at the same rate, while imports of 
table cutlery rose during the first six months after 
peace had been reestablished to a value exceeding eight 
times the orders of the same period of the previous 
year. 

Most of the new Venezuelan business has come to 
the United States, and American cutlery, having once 
established a reputation for quality, Venezuela has 
remained a good customer for U. S. cutlery to this day. 

During the month of July of the present year, for 
instance, American cutlery exports to Venezuela 
amounted to $10,000, which exceeds the total export to 
Venezuela during the year 1914. 





Patents Means for Slidingly 
Supporting Folding Doors. 

Under number 1,357,299, Fellis J. G. Phillips, 
Aurora, Illinois, assignor to Richards-Wilcox Manu- 
facturing Company, Aurora, Illinois, has procured 
United Sttes patent rights for means for slidingly 


supporting folding doors described as follows: 


The combination of two inclined parallel tracks, a 


series of doors hingedly connected together, a fixed 
support to which one of said doors is hinged, two 
hangers movably mounted on said tracks, respectively, 


























and connections between said hangers and two of said 
doors for movably supporting said series of doors 
from said tracks. 





Minutely Inspects All Parts. 

National cash registers are minutely inspected. 
Every working part, no matter how small, is tested. 
Scattered throughout its plant there are measuring in- 
struments that measure to I-10,000 of an inch, says 
The National Cash Register Company, Dayton, Ohio. 
Illustrated herewith is one of the many cash registers 
manufactured by this company under the rigid testing 
system. All raw material is chemically tested before 
it is used. Even the coke and coal used at the factory 
are analyzed before being consumed. The work of 
hundreds of experts goes into the construction of a 





National Cash Register, Made by The National Cash Register 
Company, Dayton, Ohio. 


single cash register. Details concerning the labor and 
time saving properties of the National Cash Register 
will be furnished upon inquiry to The National Cash 
Register Company, Dayton, Ohio. 





Procures Patent Right or fs 
Clothes Wringer. 

Paul H. Schendler, Erie, Pennsylvania, has pro- 
cured United States patent rights, under number 
1,355,916, for a clothes wringer described herewith: 

An end frame for a clothes wringer 
having a central vertical slot therein 
open at its upper end and closed at its 
lower end, and longitudinal spring re- 
ceiving recesses parallel with each side 
of said slot closed at their upper ends 
and open at their lower ends, substan- 





tially as set forth. 





The clerk who cannot answer intelligently the ques- 
tions customers ask about the goods he is selling has 
no excuse unless he is inexperienced, and that excuse 


will not hold for long. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





DESIGNS UNCOMMONLY GOOD 
WINDOW ADVERTISEMENT. 

The right kind of window display is essentially an 
advertisement. 

Now, an advertisement must have the element of 
news te be effective. 

That is to say it must tell a story in such a way as 


to arrest attention. 

The window display of fire extinguishers, shown in 
the photograph herewith, is an example of the right 
kind of advertisement. 
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acters to catch the eye of the most casual observer. 

The walls were covered with crépe paper with a 
border of wallboard around the top and sides. 

On the floor in front of the panels were quart cans 
of Pyrene liquid in nickel and brass Pyrene con- 
tainers. 

On the central panel the price of the_fire extinguisher 
was stated in bold figures. 

The comparison between the sums representing the 
loss by fire with the cost of fire extinguisher is strongly 
suggestive. 

This window display possesses a feature of good 














Window Advertisement of Fire Extinguishers, Arranged and Designed by Harry T. Brewin for Barker, Rose, and 
Clinton Company, Elmira, New York, Awarded Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


It was designed and put in place by Harry T. 
Brewin for Barker, Rose and Clinton Company, EI- 
mira, New York, and was awarded Honorable Mention 
in AMBRICAN ARTISAN AND HARDWARE REcorD Win- 
dow Display Competition. 

Mr. Brewin used good judgment in the composition 
of the five big posters which constituted the salient 
feature of this window advertisement. 

In order to make his text specific and conclusive he 
secured from people around the city photographs of 
five fires together with the date of the fire and the 
actual lass in three of the cases. 

These photographs were pasted on sign painter’s 
muslin which in turn was fastened to wallboard panels. 

A ribbon running from each panel to the upright 
Pyrene fire extinguisher on the floor in the foreground 
carried the idea that if these buildings had been 
equipped with Pyrene fire extinguishers, the fires could 
have been avoided. 

The fave panels form the background of the win- 
dow, and their lettering was done in big enough char- 





advertising which is not always present in window dis- 
plays. , 

It concentrates upon a single commodity and avoids 
needless and distracting details. Thus, it is easy for 
the passer-by to perceive the message ef the window 
without effort. 

Interest is aroused and the passer-by feels himself 
impelled to take a closer view of the display and to 
read what the central panels have to say to him. 

Sales of fire extinguishers were quickened during 
the time that this display was in the window. 





Window Display Competition Is 
An Aid to Originality. 

Familiar things lose some of their power to attract 
attention. 

The objects which you see frequently do not make as 
sharp an impression upon you as those which seldom 
come into your field of vision. 

That is the reason why window displays must have 
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some element of freshness, something out of the com- 
mon run, in order to be effective. 

At this time of the year, merchants are planning 
holiday window displays. 

They are likely to fall into the error of using con- 
ventional designs. 

In Thanksgiving window displays, for example, they 
use over and over again the same old paraphernalia of 
turkeys and Pilgrims going forth with bell-mouthed 
shotguns to slay our lowly brother the Indian. 


These are time-worn devices which have lost the 
freshness of their appeal through endless repetition. 

One of the purposes of the Window Display Com- 
petition now being conducted by AMERICAN ARTISAN 
AND HARDWARE REcoRrD is to teach retailers the neces- 
sity of some degree of originality in the designing 
of their window advertising. 

The tendency in many instances is to follow the 
lines of least resistance and to use conventional ar- 
rangement simply because it is the habit of others to 
do so. 

If, however, you enter this window display compe- 
tition you have the incentive of contest to move you 
to special effort in breaking away from the old dull- 
ness of familiar things in window advertising. 

You know that others are cudgelling their wits to 
_ think up some plan of window display which will be 
distinctive and individual, strong enough in its pulling 
power to bring more customers into the store and to 
overtop other window displays entered in the com- 
petition. 

Try to think of something different from old Kris 
Kringle with his long cotton whiskers that do not 
fool the twentieth century youngster who has been 
on the planet more than three years. 

Get into this competition now. 

Analyze with closest scrutiny photographs of win- 
dow displays which are shown every week in these 
columns. 

Look for hints and suggestions of new angles of treat- 
ment so that you may be able to make your window 
advertising stand out sharply from the general average 
of ordinary displays. 

Take the time to read the rules which govern this 
contest. 

For your convenience they are repeated in the sub- 
joined paragraphs. : 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials use@. The description is important and 
hence should be adequate. These photographs and 


— 


descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 15, 1921. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and-description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. [his 
sealed envelope is to be enclosed with me photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays us they please. 

A Competition Committee of three will be ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 
graphs and descriptions received, without knowing the 
names or addresses of the senders, and will decide the 
winners of the Competition. 

AMERICAN ARTISAN AND HARDWARE RECORD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 





A Washing Machine That Does 
Not Tear the Clothes. 

One of the chief arguments that a washing machine 
“prospect” is that his 
machine not 
tear or 
damage the clothes, 
house- 


salesman has to overcome with a 
will 
otherwise 


for 
wives have an idea 
that 
motion, other than 
the up-and-down 
rub on the wash 
board, will imjure 
fine material. 

As a matter of 
fact, however, there 
is really more dan- 
ger of tearing or 
wearing through a 
light weight fabric 
on a wash board 

White Lily DeLuxe Washer. than in any of the 
modern washing machines, such as the new White Lily 
DeLuxe Cabinet Washer which is illustrated herewith. 

Among the many points of superiority of this very 
handsome washing machine is the fact that after each 
revolution of the maple wood cylinder, the motion is 
reversed, thus lifting out of and lowering the clothes 
into the suds, just as is done by the hand method, but 
without rubbing. 

This new labor saving appliance is of the cabinet 
type, each side being fitted into a panel of the frame 
and thus capable of being easily removed, whea it be- 
comes necessary to clean or oil the working parts. The 
cabinet not only enhances the appearance of the washer 
but serves as a protection against injury by the driving 
mechanism. It is mounted on casters, so that it is easy 
to move. 


many 


any sort of 
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Salesmanship Is the Basis of Wealth and the Sure Way 
To Constant Success in Every Form of Merchandising. 


Every Man Is a Salesman, Unless He Is an Idler. 


He Sells 


His Own Labor or the Product of Some One Else’s Labor. 


An exceptionally clear and clever exposition of the 
part played by salesmanship in modern industry and 
merchandising was given by Truman A. Dewees, di- 
rector of publicity of the Shredded Wheat Company, 
at the recent convention of the Specialty Manufactur- 
ers’ Association in New York City. He said in part: 

“This is an age of salesmanship. The ability to sell 
things lies at the basis of all our industrial wealth. 
The man who doesn’t sell anything must be supported 
by some one else who sells something. Every man is 


nish employment to thousands? 

“Saying that this is an age of salesmanship is, there- 
fore, merely another way of saying that this is an age 
of advertising. It is an age of merchandising—and 
advertising is the most important factor in merchan- 
dising. 

“I like to see advertising hooked up to the ultimate 
consumer. A good deal of advertising nowadays seems 
to have been written to fill space and to display literary 
talent, which has no reference to salesmanship. 





a salesman, unless he is a loafer. 


his own labor or the product of 
some one else’s labor. 

“It is easy to manufacture a 
cake of soap if you have money 
enough to build the factory and 
buy the machinery, but you are 
out of pocket and the world 
must go unwashed unless some 
one sells the soap. Art gal- 
leries and universities of learn- 
ing are not founded by poets 
and dreamers; the money to 
build them comes from men 
who sell things. 

“If the great majority of hu- 
man beings were not engaged 
in selling things, lawyers, 
preachers, doctors and poets 
would starve to death. Culture 
and art, therefore, rest upon 
salesmanship. 

“The basis of all prosperity 
and human happiness is the ex- 
change of the products of the 
farm for the products of the 
mill—and a_-portion of the pro- 
fit that accrues from this ex- 
change goes to support the pro- 
fessional or non-producing 
classes. : 

“A man discovers a certain 
mixture of chemicals that will 


He is either selling 
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Every one of us is selling 
something. We are selling 
thoughts, plans, smiles, mus- 
cle, in exchange for comfort, 
homes, groceries, happiness, 
and tools of commerce. 

Salesmanship is the big 
factor of life in all its phases. 
The artist gains fame only by 
selling the interpretation of 
his subject, that is to say, 
only by gaining acceptance 
for it by the people. This 
does not necessarily imply 
actual exchange of his canvas 
and the pigments thereon for 
dollars and cents. The idea 
is bigger and broader. 

The right conception of 
salesmanship is exchanging 
values, whether through com- 
modities or human relation- 
ships. We are all necessary 
one to another. Civilization 
holds together and life builds 
up by salesmanship of some 
sort or other. 
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“The poor old ultimate consumer has had a rough 


time of it during the last two 
or three years. He has been 
kicked and mauled around until 
he is disfigured beyond recog- 
nition, but we are still after 
him and if he gets away it will 
not be the fault of advertising. 

“This consumer demand 
built up by advertising we call 
good will, but it is not the end 
of good will you sometimes 
write of in the financial state- 
ments of corporations. It is a 
good will that is beyond meas- 
ure or computation. 

“No one can tell what the 
good will behind any of the 
specialties represented by this 
association is worth. 

“You could burn the factor- 
ies in which Royal baking 
powder is made, but no confla- 
gration could wipe out the pic- 
ture of a can of Royal baking 
powder that has been printed 
on the retina of the human 
mind by years of persistent ad- 
vertising. 

“The only way you can de- 
stroy good will of this kind is 
to stop advertising and let the 
product gradually pass out of 








give old furniture a lustre that makes it look like new. 

“Shall he put up a few bottles of the mixture and 
peddle it among the neighbors of his home town, or 
shall he give it to a hundred million persons through 
advertising and thus build up an industry employing 
thousands of men? 


“A man invents a safety razor that liberates him 
from the thraldom of the barber shop and enables him 
to save time and money by shaving himself. 

“Shall he sell it to the men of his own town, or the 
men of his own acquaintance, or shall he invoke the aid 
of advertising to put it in the hands of millions of men, 
at the same time building up an industry that will fur- 


the human mind. 

“All of which is merely to show the vital relation 
of advertising to the marketing of a specialty. You 
can sell a certain amount of staples without any adver- 
tising. If you are making laundry soap or matches 
you can induce merchants to push your soap or your 
matches ahead of the other fellow’s soap and matches. 

“You can sell a certain amount of your product 
while the other fellow does the advertising. In the 
meantime the manufacturer of a staple who advertises 
a trade mark and fixes it in the public mind becomes 
paramount in his industry and the non-advertiser is 
gradually crowded out. 
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“Having shown the vital relation of advertising to 
the marketing of a specialty, it might not be out of 
place to inquire, What is advertising? Is advertising 
literature, or is it salesmanship? 

“Some of the advertising now appearing in the pub- 
lic prints, particularly automobile advertising, would 
lead you to conclude that advertising is mere literature. 
Don’t be deceived by the artificer of rhetorical flap- 
doodle. 

“The purpose of advertising is to sell goods. A 
literary chap who never sold anything in his life, will 
define advertising as ‘the dissemination of information 
about a salable product.’ Now, advertising may do all 
that and never sell anything. 

“The real function of advertising is to sell things, 
to create a market for a new product or to expand the 
market for an old product. 

“Advertising is an instrument of distribution. This 
is the point that thousands fail to grasp. Failure to 
grasp this point is the reason for so many misunder- 
standings about advertising. As an instrument of dis- 
tribution advertising cre- 
ates volume of sales, and 
this is the source of its 
profits. 

“For many years thie 
company with which I am 
connected, made _ no 
money. There was noth- 
ing on the profit side of 
the ledger at the end of 
the year. Today the com- 
pany pays a dividend of 8 
per cent, has four fac- 
tories and is capitalized at 
$10,000,000. Profits and 
dividends came when the 
sales reached a certain 
volume. 

“This is the thought 
conveyed in the subject of 
this address. A man who has a new idea and finally 
gives that idea concrete form in the shape of a food, 
or a soap, or a labor-saving device, must gradually sell 
his idea to the ultimate consumer. 

“In other words, he is selling himself. 
be personality in advertising. 

“Advertising must be a human appeal presented by 
a man or woman who understands human nature, who 
knows the product and can put the talking points in 
clear and lucid English. 

“How can we make advertising more effective? How 
can we eliminate some of the waste in advertising? 

“Before answering these questions it is well to rec- 
ognize the fact that advertising is not an exact science. 

“You can not buy advertising as you would buy 
wheat or coal. You can not buy it by the yard or 
._ bushel. Eight hundred dollars borrowed from a friend, 
combined with the advertising instinct, gave the kodak 
to the world and made George Eastman, of Rochester, 
tich. On the other hand, another man’s genius will 
invest $10,000 in advertising and lose it all. 

“This is merely another way of saying that it is 


customers. 


and service. 


There must 


MY 
Merely handing goods across the 


counter in exchange for the customer’s 
money is not salesmanship. A machine 
can be devised to do that kind of work. 
Salesmanship is the creation of good- 
will through service. 

A business thrives and continues to 
grow only through the goodwill of its 


Essentially, therefore, salesmanship 
is a process of building up, developing, 
and maintaining good will. 

It implies honesty of representation 
as well as sincerity of merchandise 





not possible to eliminate all the waste in advertising or 
to accurately anticipate the results of advertising. 


“When a human phenomenon comes along who can 
tell you exactly what will be the returns from a cer- 
tain kind of advertising there will not be enough mag- 
azines and newspapers published to hold all the adver- 
tising, for every manufacturer and merchant in the 
world would certainly become an advertiser on an ex- 
tensive scale. 

“There are many ways, however, in which adver- 
tising may be made more effective and the waste in 
advertising reduced to a minimum, 

“One way to bring about this result is to pay more 
attention to making advertising fit in with the sales- 
man’s plans. The sales organization and the adver- 
tising department should work hand in hand. 


“Don’t waste money in places where you have no 
distribution, unless you are ready to invest money in 
pioneer work with no prospect of immediate results. 

“T have no doubt there was a time when John Wana- 
maker was tickled pink to see his name in the news- 
papers every morning. 
Now he is only tickled 
when the advertising sells 
goods, 

“The time is coming 
when the Government will 
have to meet the evil of 
‘substitution’ with Fed- 
eral legislation or else ad- 
vertising is doomed. 

“A man must have 
some guarantee that he 
will be protected in his 
enjoyment of the fruits 
of his advertising. He 
must have assurance that 
the property created by 
investing millions of dol- 
lars in advertising will not 
be filched from him in a 
night. He needs full protection against infringements 
of his trade-mark.” 





Trade Opportunities in 
Foreign Lands. 

The Bureau of Foreign and Domestic (commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

34057.—A trading corporation in Switzerland desires to 
be placed in touch with manufacturers with a view to secur- 
ing an agency for the sale of farm tools and implements, edge 
tools, axes, and saws. References. 

34086.—A commercial agent in Spain desires to secure an 
agency for the sale of motor cycles, electric hot plates and 
stoves, and novelties. Correspondence should be in French or 
Spanish. Reference. 

34093.—The manager of an exporting house in Austria 
desires to secure the representation of firms for the sale of 
any line of American goods, particularly machines and me- 
chanical articles. Reference. 
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34094.—A trading company in Brazil desires to be placed 
in touch with manufacturers who desire to extend their busi- 
ness relations with that country, in the sale of agricultural 
machinery, tools, etc. References. ; 

34192.—A firm of manufacturers’ agents in South Africa 
desires to secure an agency for the sale of hardware, tools, 
shovels, spades, tubular wheelbarrows, automobile accesso- 
ries, barbed and plain fencing wire, and corrugated and sheet 


iron. 





Coming Conventions. 


Southern Association of Stove Manufacturers, Evans- 
ville, Indiana, December 6 and 1, 1920. W. H. Cloud, Secre- 
tary, 216 Glendora Avenue, Louisville, Kentucky. 

National Association of Sheet Metal Products Manufac- 
turers, La Salle Hotel, Chicago, Illinois, December 6 and 7, 
1920. D. C. Jones, Secretary, 1016 Commerce Building, St. 
Paul, Minnesota. a 

exas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921. A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. J. 
Hodge, Secretary, Abilene, Kansas. oe 

acific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 2U, and 21, 1921. E, E. 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
Becherer, secretary, 5106 North Broadway, St. Louis, Missouri. 

Mountain States Hardware and Implement Association, 


Brown Palace Hotel, Denver, Colorado, January 25, 26, 27, 
1921. W. W. McAllister, Secretary-Treasurer, Boulder, Col- 
erado. 


Indiana Retail Hardware Association, January 25, 26, 27 
and 28, 1921. (Place to be anncunced later.) G. F. Sheely, 
Secretary, Argos, Indiana. é 

Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, snnees, Sturgis, Kentucky. 

American Society of Heating and Ventilating Engineers, 
Philadelphia, Pennsylvania, January 26, 27 and 28, 1921. 
a W. Obert, Secretary, 29 West 39th Street, New York 

ity. 
West Virginia Retail Hardware Dealers’ Association, 
Huntington, West Virginia, February 1, 2, 3, 1921. James 
B. Carson, Secretary-Treasurer, Dayton, Ohio. 

Nebraska Retail Hardware Association, 
Omaha, Nebraska, February 1, 2, 3 and 4, 1921. 
Dietz, Secretary, Lincoln, Nebraska. 

Sheet Metal Contractors’ Association of Indiana, Feb- 
ruary 2, 3 and 4, 1921, Indianapolis, Indiana. Ralph R. 
Reeder, Secretary, 314 East Sixteenth Street, Indianapolis, 
Indiana. 

Wisconsin Retail 
Wisconsin, February 2, 3 and 4, 1921. 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and implement Association, Okla- 
homa City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 


Hotel Rome, 
George H. 


Hardware Association, Milwaukee, 


P. J. Jacobs, Secre- 


The Michigan Retail Hardware Association, Grand 
Rapids, Michigan, February 8, 9, 10, and 11, 1921. Arthur 
J. Scott, Secretary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, 


North Dakota, February 8, 9, 10, and 11, 1921. C. N. Barnes, 
Secretary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 


Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 15, 16 and 17, 1921. Leon D 
Nish, Secretary, Elgin, IHinois. 

California Retail Hardware and Implement Association, 
San Francisco, California, February 15, 16, and 17, 1921. 
ae secretary, 1)2 Market street, San Francisco, Cali- 
ornia. 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 15, 16, 17, 18, 1921. 
H. O. Roberts, Secretary, Metropolitan Life Building, Min- 
neapolis, Minnesota. 

Ohio Hardware Association, Columbus, Ohio, Februa 
15, 16, 17 and 18, 1921. Hotel Headquarters, Deshler Hote 
Exhibition in Memorial Hall. James B. Carson, Secretary, 
Dayton, Ohio. 

New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
bee A. Fiel, secretary, 10 High street, Boston, Massa- 


usetts. 
Michi Sheet Metal Contractors’ Association, Hotel 
Durant, Flint, Michigan, February 22, 23, and 24, 1921. F. E. 
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Ederle, Secretary, 1121 Franklin Street, S. E., Grand Rapids, 
Michigan. 

_lowa_ Retail Hardware Association, Savery Hotel, Des 
Moines, Iowa, February 22, 23, 24, and 55, 1921. A. R. Sale, 
secretary-treasurer, Mason City, Iowa. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24, and 25, 1921. John B. 
a Secretary, 607 City Bank Building, Syracuse, New 

ork. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis, Minne- 
sota. 

National Warm Air Heating and Ventilating Association, 
Cleveland, Ohio, April 19 and 20, 1921. Allen W. Williams, 
Secretary, Columbia Building, Columbus, Ohio. 

__Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9, and 10, 1921. Troy Thompson, Sec- 
i. Treasurer, Dalhart, Texas. 

ardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12, and 13, 1921. W. Dixon, secre- 
tary-treasures Charlotte, North. Carolina. 

_ Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
me Secretary, 701 Grand Theater Building, Atlanta. 

eorgia. 


Retail Hardware Doings. 


Arkansas. 

Walter G. Barron is erecting a large stone building on 
the Barron block at St. Paul, which will be used for a large 
hardware store. 

Illinois. 


Seibert Schoepp Company have changed their firm name 

to Seibert Hardware Company at Belleville. 
/ ’ ‘Indiana. 

Birk and Williams have sold their hardware 

Marion to Hurst and Company of Indianapolis. 
Iowa. 

Mr. Olson and his son, Howard, have taken possession 
of their new purchase, the Rush Hardware Store, at Clair 
City. 

Articles of incorporation have been filed for the Varley 
and Smith Implement Company with a capital of $25,000 at 
Shenandoah. : 





store at 


Kansas. 

C. A. Egelston is moving his hardware stock into the 
Denton confectionery building which he purchased at West- 
moreland. , 

The hardware store of F. Ackarman is undergoing some 
needed repairs at Sedan. A new cement ffoor is being put 
in with the level of the sidewalk, also a new up-to-date plate 
glass front. Remodeling of the entire store will be done in 
the near future. 

C. H. Arbuckle has traded his hardware store at Blue 
Mound to J. E. Maxwell of Iola. 

Kentucky. 

_jJ. E. Grubbs, formerly of Mount Sterling has retired 
from the firm of Grubbs, Day and McCormick, Winchester, 
hardware and implement dealers, and the business in the 
future will be conducted by Messrs. W. L. Day and F. A. 
McCormick. 

Louisiana. 

The International Harvester Company will in the near 
future begin the construction at New Orleans of a $3,000,000 
manufacturing and distributing plant to aid in the develop- 
ment of business originating in Central and South America. 

Michigan. 

The Farmers’ Mercantile Company sold their hardware 

store at Geneva to Mitchell and Armstrong. 
Minnesota. 

Maire and Bell have sold their hardware store to George 

W. Knoff and I. M. Peterson at Fergus Falls. 
Missouri. 

C. S. Havens sold a one-half interest in his hardware 
gage at Southwest City to his brother-in-law, Will Holi- 
day. 

The Craig Hardware Company is having a holiday open- 
ing sale at St. James. 

Jefferson Moline Tractor and Implement Company has 
been chartered with a capital of $25,000. Irwin and Haley, 
Attorneys, Central Trust Building, Jefferson City. 

C. R. Sloan has sold the stock of hardware which he 
recently purchased from J. L. Morgan to his father, M. D. 
Sloan, at Mirabile. 

Montana. 

Hilstad and Kintzinger sold their hardware business at 

Kanyon to Peter Kroll. ; 
Wisconsin. 

S. T. Baillies sold his hardware store at Mazomaine to 
the Patrons Mercantile Company of Black Earth. The busi- 
ness will be moved to that city. 
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Selling Automotive Accessories 


How Hardware Dealers Can Increase Their Profits by 
Handling Standardized Automotive Accessories. Facts 
and Suggestions to Aid Them in Giving Better Service. 





AUTOMOBILE TIRE PRICES ARE 
NOW AT BOTTOM POINT. 


Unless the striking public is capable of extending 
its siege against buying well into the summer, auto- 
mobile tires may not be expected to drop lower in 
price during 1821. The heads of the tire industry are 
matching the purchasers’ “strike” day by day with a 
curtailment policy exactly in proportion to the reduced 
demand. They have succeeded in reducing since June 
the overproduction in auto tires to a point where there 
are now between ten and eleven million tires in the na- 
tional inventory, including retail, wholesale, and stor- 
age stocks. Today's supply will equip every motor 
vehicle in the country with one and one-fifth spare tires, 
and the manufacturers point out that this is No- 
vember, and at least one rear tire on Uncle Sam’s com- 
posite machine is ready to “blow.” 

The method of production curtailment in the mam- 
moth industry is simple. The great plants in Akron, 
Ohio, and other cities began about June a 50 per cent re- 
duction in working forces and finished tires over a six 
months’ period of time. They started slowly and quietly 
some two months ahead of other industries. Today the 
factories are cut to the bone. 

Some are closing down altogether several days each 
week to meet the average. Some are splitting the time 
in other ways. Like the automobile makers, tire men 
have weeded out their workers until the steady, Ameri- 
can married men, the employe stockholders, and the 
best of the skilled workers alone are left on the job. 

Goodyear Tire and Rubber Company’s reports show 
the company is making as many tires now as it did dur- 
ing the same period in 1914. Ejight thousand men 
are working in the plant and 10,500 tires were turned 
out in one day. Bank clearings for twelve months end- 
ing November 1 show $589,000,000, as against $421,- 
g00,000 in 1919 and $44,000,000 in 1910, although de- 
posits dropped $3,000,000 this year. 

The big plants, such as Firestone, Goodrich, Good- 
year, and Miller, are said to be weathering the finan- 
cial storm without danger. Recent financing has left 
them with sufficient funds to tide over the slump and 
force a return to normal in the tire market. 





Makes Adjustable Storm and 
Sun Shade for Ford Cars. 

Here is a new automotive accessory said to have 
strong selling qualities. 

This particular advantage lies in the fact that it is 
always in place and ready for any adjustment desired 
—whether the top is up or down, whether the wind- 
shield is open or closed. 

Being entirely independent of the opening or closing 
of the windshield or raising or lowering of the top, it 


can readily be made to serve its purposes in all cir- 
cumstances. 

The dealer in automotive accessories who is on the 
alert for dependable additions to his line ought to give 














Loudon’s Adjustable Storm and Sun Shade for Ford Car. 


more than passing thought to this new adjustable 
storm and sun shade for Ford cars. 

Descriptive literature and other information may be 
had by writing to the manufacturers, Loudos, Incor- 
porated, 1303 West Lake Street, Minneapolis, Minne- 
sota. 





Magneto Company Gets Charter. 

Articles of incorporation have been filed by the 
Cunningham Magneto Company, Spencer, Massachu- 
setts. 

The capital stock of the company is $200,000. R. 
H. Cunningham, Rudolph Banncel, and Charles N. 
Prouty are the incorporators. 





Assigns Patent for Non-Skid 
Chain for Automobiles. 


Fletcher O. Boswell, Philadelphia, Pennsylvania, as- 
signor to F. O. B. Manufacturing Company, Philadel- 
phia, Pennsylvania, a Corporation of Delaware, has 
secured United States patent rights for a non-skid 
chain for automobiles described as follows: 

The herein described com- 
bination of a single length of 
chain, a yoke attached to each 
end of said chain, one of said 
yokes having posts ard the 
other yoke having eyes for engagement with said posts, 
and a locking member for engaging said posts to pre- 
vent the disengagement of the yokes. 






2 
1,356,035" 15 





To cultivate kindness is a great part of the business 
of life —John P. McCrea. 
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Advertising Help and Comment 


Let Us Help 
You Get Bigger Results by Advice and Suggestions. The 


Send Us Copies of Your Advertisements. 


Service Is Free. 


Here is an unusual advertise- 
ment. 

It was published in the Evening 
Times and Star, St. Johns, New 
Brunswick, Canada. 


Don’t Hesitate to Take Advantage of It. 





as a reason why a second hand 
range should be bought. 

Instead, he emphasizes the idea of 
a bargain for those desiring a good 
range at a reasonable price. 








is large. 


mie 
Hot Air Furnaces 





Glenwood Ranges. 


(/ SECOND HAND RANGES 


2: We have a few Ranges that we have *horoughly over- 
hauled and we can guarantee to be good ba: urs and heaters. 
Anyone desiring a good Range et a reasonable price will be 
sure of securing a bargain. 


We have only a lmited number of Ranges to offer. 
Those desiring one should come carly while the assortment 


| fut D. J. BARRETT —_ 2 Tata 





y, 





Its dimensions in the original are 
three inches by three columns wide. 

D. J. Barrett is advertising a bus- 
iness which has many possibilities. 

In the United States we do not 
often hear of second hand ranges 
offered for sale. 

What becomes of the worn out 
ranges is as much a mystery to the 
average person as what becomes of 
all the pins that are lost in the 
course of a year. 

There are scores of people who 
desire to take advantage of modern 
improvements in ranges who dis- 
pose of their old- ranges long before 
they have served the full purpose 
of their usefulness. 

Consequently, such ranges have 
years of service still to be exploited. 

In every community, there are 
thrifty folks who are glad of an 
opportunity to purchase a second 
hand range if it is in good condi- 
tion. ) 

Moreover, people with a small 
income who are obliged to count 
the pennies are glad of an oppor- 


tunity to buy a range at second . 


hand. 


The advertiser, D. J. Barrett, is, 
therefore, sure of a considerable 
number of prospective customers in 
his community. 

It will be noticed in the text of 
his advertisement that he avoids 
the blunders of hinting at poverty 


The persuasiveness of the copy 
is further enhanced by the adver- 
tiser’s assurance that these second 
hand ranges are guaranteed to be 
good bakers and good heaters. 


The advertisement is sufficiently 
well illustrated for its purpose. 

Just enough display type is used 
to attract attention. 

The main body of the advertise- 
ment is set forth in plain, readable 
type and the general effect is one 
of neatness and simplicity. 

* * * 


The . design of the Charlotte 
Hardware Company’s advertise- 
ment, reproduced herewith from 





A FEW HELPFUL ITEMS FOR HOUSE 


CLEANING 
Brooms Mops 
Brushes Mop Pails 
Dusters O’Cedar Polish 
Dust Pails Old English Wax 
STEP LADDERS ‘ 


WINDOW CLEANERS 


Our prices are right and we would be 
glad to have you call and see just what 
we have. 


Charlotte Hardware 
Company 











the Charlotte News, Charlotte, 
North Carolina, is plain, simple, 
and pleasing. 

But it has scant selling qualities. 





The mere mentioning of a few 
helpful items for house cleaning is 
not news in the merchandising 
sense of the word. 

Every one knows that brooms 
mops, and dusters are used for 
house cleaning. 

What the prospective customer 
wants to know is what prices are 
being charged by the Charlotte 
Hardware Company for these ar- 
ticles. 

The original of this advertise- 
ment occupied a space of five inches 
long by two columns wide, so that 
there was plenty of room in which 
to mention prices or range of prices 
for each one of the articles listed. 

*x* * * 


It is a good thing to connect the 
name ot one’s store with a na- 
tionally advertised commodity. 

In this respect, at least, praise 
may be given to the advertisement 





| Qeedvear Tires and Tubes | 


All Sizes at the 


Uniontown Hardware and Supply Co. 


Rell 381. 60 W. Peter St. Tri State 756. 











of the Uniontown Hardware and 
Supply Company, which appeared 
in the Evening Genius, Uniontown, 
Pennsylvania. 

Other hardware dealers also sell 
the same brand of nationally adver- 
tised tires and tubes. 

Therefore, it would be advisable 
to insert in the advertisement some 
clause or paragraph which would 
give it more individuality. 

As it stands now, it lacks direct 
selling suggestiveness. 

* * x 


Use Honest Pictures. 


The pictures in your advertise- 
ments should honestly represent 
the object advertised. 

They should not give a mislead- 
ing impression of its size or appear- 
ance. 

A customer once deceived is lost 
and the profit from his patronage 
lost with him. 
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Warm Air Heating and Ventilating 


Better Installations. How to Sell More Warm Air Heaters. 
Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, Theaters, and Houses. 





INSTITUTE TEACHES HEATING AND 
VENTILATING ENGINEERING. 


It is estimated that sixty thousand men in the United 
States are actively engaged in some way in either 
heating or ventilating work. 

The number is increasing yearly. Comparatively 
few of these men have scientific training or technical 
instruction. 

There has been a demand for some system of train- 
ing for men engaged in this big industry. Only with- 
in recent years, however, has there been sufficient 
data to furnish material for effective instruction. 

The various technical schools now in existence have 
given little or no attention to heating and ventilating 
engineering. 

Comparatively few men can avail themselves of the 
facilities for research work in. heating and ventilating 
and the purely scientific studies of the higher schools. 

They lack of instruction facilities is now happily 
overcome in a large measure by the Cleveland Engi- 
neering Institute which has established a course in 
heating and ventilating engineering by the modern ex- 
tension system. 

The sixty chapters of lessons which comprise the 
course have been either arranged or supervised by 
eminent authorities on the various subjects treated, 
such as Dr. E. Vernon Hill, President American 
Society Heating and Ventilating Engineers; James B. 
Lund, of Chicago; M. William Ehrlich, New York 
City; Carleton F. Tweed, Minneapolis; and George 
W. Roberts, Cleveland. 

Information as to fees and other particulars can be 
had by writing to the Cleveland Engineering Institute, 
8118 Euclid Avenue, Cleveland, Ohio. 





Gets United States Patent 
Rights for a Furnace. 


Under number 1,358,370, United States patent rights 
have been granted to George H. Hess, LaGrange Park, 
Illinois, for a furnace described herewith: 

In a hot-air furnace, the 
combination of a combus- 
tion chamber, a jacket be- 
tween which and the wall 

* of said chamber a hot-air 

4 'W>* space is provided, the wall 

<if | of said chamber being de- 

rv — flected laterally to form a 

channel, a plate secured to 

-e the wall of said chamber 

' _g@ to form, with said deflected 

portion, a flue in said hot- 

air space, said flue contain- 
ing openings at different elevations communicating 














with said chamber and the furnace being provided with 
an outlet communicating with said flue, the upper 
opening in said flue forming a passage from said 
chamber ‘to said outlet for the relatively direct travel 
of the products of combustion from said chamber to 
said outlet, and the lower opening in said flue forming 
a passage for the relatively indirect passage of said 
products to said outlet, and means whereby the prod- 
ucts of combustion, under the control of the operator, 
may be permitted to pass through either the upper or 
lower opening in said flue: 





Ventilator Is Patented, 


George C. Breidert, Chicago, Illinois, has secured 
United States patent rights, under number 1,358,412, 
for a ventilator described as follows: 

A ventilator comprising 
a top sheet having its edges 
bent inwardly to form U- 
shaped beads, a_ bottom 
sheet having its outer edges 
bent under the sheet to pro- 
vide beads and having a 
central opening, side sheets 
having bent portions at 
their upper and lower edges 
adapted to interlock with 
the beads formed on the top 
and bottom sheets, respec- 
tively, and are spaced apart 
to provide openings adapted to admit drafts of air, 
transversely corrugated deflecting panels arranged op- 
posite said openings, and a tube extending through 
the central opening in the bottom sheet to provide an 
upstanding baffle and adapted to fit over the draft 
stack of a building said bottom sheet being formed 
with a flange which is secured to the tube, a slight dis- 
tance between the tube and flange being provided to 
permit water to drain out of the ventilator. 








Tell the Important Thing. 


In the old, easy-going days prior to 1914, when 
people seemed to begin to feel high prices—though 
1914 figures look extremely modest to us today—serv- 
ice merchants laid heavy stress on what they did for 
their customers. 

Mere price was practically neglected, except in some 
notable instances. 

This was because their customers realized that their 
price, after all, compared very favorably with the non- 
service stores. j 

But it was the constant education of the price- 
statement that made this posgible. 
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Makes a Plea for Putting Technical Data in Popular 
Form for the General Good and Benefit of the Trade. 


Knowledge Derived from Research Work Has a Limited Influ- 
ence So Long as It Remains Locked Up in Unfamiliar Words. 


Written especially for AMERICAN ARTISAN AND HARDWARE ReEcorp by W. L. Steffens, Manager Insulation 
Department of The Philip Carey Company, Cincinnati, Ohio. 


Probably never in the history of domestic heating 
has the question of fuel conservation been so forcibly 
brought home to the householder as at present. 

Coal is not only high in price, but very hard to get. 

What a wonderful opportunity this presents to the 


That information means a great deal to every warm 
air furnace owner and to every warm air furnace 
dealer, for as the report states “Numbers 3, 6, 10, 12, 
15, 18 and 21, all show values which indicate that a 
large saving would be effected by their use. The Air 











Read the Thermometers. 


side on Right Shows How Asbestair Covering Keeps Heat in the Pipes and Saves Coal. 
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The Heat in the Pipes Is Same as in Your Furnace Pipes at Home. The Temperature Out- 


The Tem- 


perature Outside on Left Shows How Ordinary Asbestos Paper Lets Heat Out of 


Pipes and Wastes Coal. Are Your 


wide awake hardware and furnace dealers to increase 
their sales of coal saving devices and establish a broad- 
er market for themselves. 

Coal is the big proposition. 

Anything relating to coal economy will get quick 
attention and arouse deep interest in the public. 

Considerable engineering research work has been, 
and is still being done on this subject. 

Probably the most thorough and best work ever 
done in connection with warm air heating, is that of 
V. S. Day of the Engineering Experiment Station of 
the University of Illinois, whose paper “Emissivity of 
Heat from Various Surfaces” was published in 
AMERICAN ARTISAN AND HARDWARE Recorp of April 
24th, 1920. 

This paper contains a fund of information on heat 
losses from warm air furnace pipes when bare and 
when covered with various commercial heat insulating 
materials, mostly of asbestos construction. 


Pipes Saving or Wasting Coal? 


Cell combinations Numbers 3 and 6 are excellent in- 
sulators, are easy to fit to basement leaders, are not 
expensive, and the latter in particular is not bulky.” 

Now Mr. Day’s paper is strictly an engineering re- 
port, written by an engineer for other engineers, and 
to them it speaks a language clearly understood, but 
how about the householder who burns 12 tons of coal 
per season and doesn’t know how to cut it down to 
Io tons? 

How about the furnace dealer who should be able 
to tell the householder how to save those two tons, and 
by so doing incidentally profiting himself in the trans- 
action ? 

Surely the consumers and the dealers are entitled 
to this important information. 

They can hardly be expected to get it from a table 
showing “Coefficient of Emissivity—K, B.T.U. per 
square foot per hour per 1 degree F.” 

Granted that quite a few people are beginning to 
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know that a B.T.U. is not a form of cootie we im- 
ported from France after the War, and that “Coef- 
ficient of Emissivity” could be clarified by careful con- 
sultation of the dictionary, yet how many people could 
make the engineering calculation required to give them 
an answer that would mean something to them? 

This is not a criticism of engineering papers. They 
give basic data which must always be the starting point, 
but translation of basic data into readily understood 
layman English should be given more consideration. 

Take an average seven or eight room house. 

There are approximately 150 square feet of warm 
air leader surface in the basement. 


In cold Winter weather the report mentioned above 
seems to indicate that the leader pipes (at 130° Fahren- 
heit temperature) covered with only one layer of flat 
Asbestos Paper will radiate enough heat to account 
for 1,800 pounds of coal per month. 

If the leader pipes are covered with three layers of 
corrugated Asbestos Paper the loss is reduced to 600 
pounds of coal per month, or a saving of approxi- 
mately 1,200 pounds of coal per month. 

Now this is not all saving, for undoubtedly some of 
this escaping heat helps warm the house through the 
floors, and also the furnace will be running at lower 
temperatures during the Fall and Spring months. 

At a conservative estimate, however, an average of 
600 pounds of coal is a reasonable saving per month 
or approximately two tons per heating season. 

Now we have something we can all understand. 

Two tons of coal saved means something to the con- 
sumer—and it means something to the dealer because 
the cost of asbestos insulation can be compared with 
the saving and its big value immediately demonstrated. 

Visualizing and demonstrating technical data in a 
popular way should also be practised to a greater 
extent. : 

The salesman who rolled his lamp chimney across a 
rough floor without breaking to demonstrate the su- 
perior strength of his glass had the right idea. 

In like manner the saving to be made by asbestos 
insulation on warm air furnace pipes is excellently 
demonstrated by the simple apparatus shown in the 
illustration herewith. 

It consists of a small sheet ‘metal pipe with plain 
asbestos paper pasted on one-half the outer surface 
and three layers of corrugated asbestos paper secured 
to the other half. 

Two thermometers with their bulbs resting against 
the surface of the two types of insulation show the 
respective surface temperatures. 

A 40 watt electric light bulb inside the pipe supplies 
the heat which is about the same as found in heating 
practice. 

The temperature of the surface of the Air Cell insu- 
lation runs about 85 degrees Fahrenheit, while the 
temperature of the plain Asbestos Paper runs from 
II5 degrees to 125 degrees Fahrenheit. 

That simple little apparatus shows clearly how to 
remedy the condition expressed in one man’s complaint, 
“My cellar is too dern hot, and my house too dern 
cool.” 

This is a plea for more technical data in popular 
form, so that when Tom Jones has a technical problem 


he can go to Bill Smith’s shop and Bill can tell him in 
simple language and by simple demonstration gow to 
overcome his troubles. 





Waste Gasolene Gives Rise to 
New Ventilation Problem. 


Avoidable waste of gasolene causes a new problem 
in ventilation, according to the report of Dr. A. C. 
Fieldner, supervising chemist of the Experiment Sta- 
tion of the United States Bureau of Mines, Pittsburgh, 
Pennsylvania. 

“The rapidly increasing use of motor vehicles in the 
United States,” says Dr. Fieldner, “has introduced an 
entirely new problem in the proper ventilation of tun- 
nels, subways, and other confined spaces through 
which such machines must pass. 

“This problem was brought to the attention of the 
Bureau of Mines last November by the New York 
and New Jersey State Bridge and Tunnel Commission, 
with reference to the proposed vehicular tunnel. 


This tunnel is 8,500 feet long between portals and 


. presented an unprecedented problem in ventilation, 


both on account of its length and on account of the 
traffic density which is expected to reach an hourly 
maximum of 1,900 vehicles. 

“No change in carbureter adjustment was made,” 
says Dr. Fieldner, “as our object was to obtain infor- 
mation based on actual operating conditions, and not 
the ideal conditions of careful adjustment under which 
the usual tests of the automotive engineer are made. 

“For this reason, surprising and, from the point of 
view of conservation, most disquieting results have 
been obtained. 

“The average automobile owner and motor truck 
operator is wasting from 20 to 30 per cent of his gaso- 
lene by using too rich a mixture. 

“Preliminary tests on 70 representative cars and 
motor trucks show an average of from 6 to 8 per cent 
of carbon monoxide and 7 to 9 per cent carbon dioxide 
in the exhaust gas. 

“The tendency towards rich mixtures was very much 
greater than towards lean mixtures. 

“This is to be expected, as an engine will operate 
smoothly and accelerate rapidly with carbureter ad- 
justment on the rich side, whereas on the lean side 
smooth operation does not come until the engine 
reaches its full operating temperature and is running 
at a fair speed. 

“However, the gas excess is much greater than nec- 
essary for good operation in the great majority of the 
machines tested. 

“Many passenger cars and motor trucks showed as 
high as Io per cent carbon monoxide in the exhaust. 

“It is safe to say that 25 to 30 per cent greater mile- 
age could be obtained on the average of all machines 
tested with a little intelligent attention to the carbureter 
adjustment. 

“In the aggregate this would represent an annual 
saving of from 25 to 30 per cent of the gasolene em- 
ployed in this country for motor vehicles, no small fig- 
ure when we consider that there are now in use 7,500,- 
000 automobiles and motor trucks.” 
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Wisi Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Therefore, the Sheet 


Metal Worker Has to Meet Each Difficulty as It Comes. 


Send Your Problems to Us. 


Let Our Experts Help You. 





PATTERNS FOR SNAIL TAIL END. 


By O. W. Kothe, Principal St. Lowis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

We have mentioried how the finish on the rear bodies 
of automobiles can be designed in numerous ways. This 
is because the rear end is more for ornament, since the 
engine is in the front of car. 

Just how to depart from the conventional designs 


effect. A neat door can be easily worked in the top 
or sides of this design. 

Even a folding seat can be provided with a lid that 
will appear smooth when seat is not in use. 

The exact shape of body must be made in each case 
to suit taste, and requirements. We can only give 


procedure. 
First draw the side elevation, sketching in the shape 
of top and spiral. Then work out the half plan and 


end elevation. 
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Patterns for Snail Tail End. 


is not an easy matter. The shape of the car, and the 
width and length, and to what utility the body is to 
serve all govern the design. 

To sacrifice utilty for fantastic ornamental effect is 
not always appreciated, especially a while after the 
body is in use. 


In this case our body is designed both for utility and | 


Lines must be drawn as you wish them; that is, the 
position you feel they will take when finished. 

Observe, only one seam is made between the top and 
side, so considerable bumping is necessary. 

To set out the pattern for top, pick the girth from 
side elevation as 1-12 and set at D-B below end view. 

Draw stretchout lines and then drop lines from each 
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point in miter C-D. This gives the miter cut in pat- 
tern. 

The side pattern is set out by picking the girth of 
curve 1’-7’ of plan, and set it off as 0”-7” as above 
elevation. 

Observe how this lengthens the side to take on the 
shape in plan. Now by picking the vertical lines from 
elevation, set them on similar lines in pattern. 

This gives the top curve, and the miter curve 0”, to 
I is traced approximately, and which must fit to seats 
on the job. 

The spiral is reproduced direct from elevation, as 
it does not change very much by the filling in of sink 
strip. 

This difference is largely adjusted by the workman’s 
fingers while assembling the work, or in stretching cer- 
tain places slightly with a hammer. 

The pattern for spiral sink strip is generally a 
straight piece of metal made tapering. 

In this case we develop it by picking the girth from 
elevation as 12-20, and set on a line parallel with cen- 
ter line of plan. 

Erect stretchout lines, and then drop lines from 
points in elevation into the plan of spiral. From these 
new points extend lines into stretchout, and you have 
points to draw the outline of opening. This spiral 
strip can also be developed from the back end view. 

Laps for soldering, etc., must be allowed extra. The 
bumping requires considerable experience before it 
becomes satisfactory. 


- 





Milwaukee Local Nominates 
Officers for Next Year. 


No one fell asleep at the regular monthly meeting, 
December Ist, of the Master Sheet Metal Contractors’ 
Association of Milwaukee, Wisconsin. 

The evening was spent in a way which kept every 
member alert and interested till the very second of 
adjournment. 

The regular order of business was suspended to 
give Mr. Pippner of the Hardware Men’s Mutual In- 
surance Company an opportunity to speak in behalf of 
his company in reference to Casualty Insurance. 

He gave a very complete report and answered all 
questions in reference to this insurance. 

Another representative from the Hardware Men’s 
Mutual Insurance Company also gave a short report 
on fire insurance, answering several questions asked 
by members of the Association. : 

It was moved, seconded and carried unanimously that 
the Association go on record as in favor of the present 
Lien Law without any amendments to abolish the pro- 
tection that the sub-contractors have at the present 
time. 

John G. Mattes presented J. H. Weber Hardware 
Company's application with initiation fee for mem- 
bership in the Association which was approved. It 
was moved by Paul Biersach, seconded by J. H. Hol- 
litz and passed to accept this company as a member of 
the Association. 

The secretary was instructed to notify them as being 
accepted as members of the Association also send them 
a notice of next month’s meeting. 


It was moved by R. Jeske and seconded by J. H. 
Hollitz that the matter of insuring collectively by the 
Association be dropped and the committee be dis- 
missed with thanks, also that members of the Associa- 
tion acquire their insurance as they see fit. 

It was moved, seconded and passed that the letter 
received from the union stating their demands for the 
new agreement be acknowledged but no action has been 
taken. 

The following candidates for office of the Associa- 
tion for the ensuing year were nominated as follows: 

President: Wm. Hammann; 

Ist Vice President: John Graf, Henry Pluckham ; 

2nd Vice President: Wm. Arndt, L. Burmeister ; 

Secretary: Edward Hoffmann; 

Treasurer: Jos. Hollitz ; 

Sergeant at Arms: Louis Eschenberg, Aug. Kluber- 
tanz, Adolph Schuman. 

Executive Committee— 

R. Jeske, 

Sam Beernink, 

Chas. Raschke, 

E. B. Tonnsen, 

Aug. Graunke, 

John Millen. 





What You Do for Your Community 
Is Truly an Investment. 

Cities are not judged alone by the resources of their 
banks, by the number of factories, houses, etc., that 
represent the material things which go to make up its 
physical assets, but cities are judged more largely by 
their spirit, says The Community Builder, published by 
the Fort Dodge (Iowa) Commercial Club. 

When a stranger enters our city, the first things 
that strike him most favorably or unfavorably is the 
attitude of the citizens of that community towards 
their home town. 

If the stranger unfortunately meets two or three 
“knockers” rather than the many “home boosters” we 
have, he will receive an unfavorable impression of the 
city. 

It is the duty of every member of the bureau to ever- 
lastingly make it unpleasant for a “knocker,” for we 
have no use or room for such citizens. 

A man who has a suggestion to make for improve- 
ments of the city and is willing to work for it, has a 
right to criticize, providing it is constructive. 

A citizen has no right to criticize if he is not wlling 
to lend his time, his energy, as well as his money and 
ability towards correcting the shortcomings that either 
exist in his own mind or in fact. 

Let us, therefore, insist upon a spirit of constructive 
criticism among ourselves and everlastingly tell about 
the many good things in our city, and our stores, not 
only to each other, but to the world at large. 

It is what you put into a community that counts. 

Your money and your personal efforts are not dona- 
tions. 

They are investments productive of the kind of a 
city in which you will take pride, in which you will 
want your boys and your girls to live. 





Cry tomorrow, if you must, but laugh today. 
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anaes Per Cent of Men Who Live to the Age of 
Sixty-five Have Not Enough to Keep Them from Want. 


Failure Is Not Always Due to Ignorance or Vicious Habits. 
Often It Is Caused by Neglecting to Link Service with Work. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcoRD by J. C. Greenberg‘ 


Peoria, Iinois. 


(Copyright, 1920, by J. C. Greenberg.) 


The insurance business is a business of mathematics. you can in your 


Mathematics is an exact science, and, therefore, fig- 


ures never lie. 


Some time ago, a leading insurance company com- 
pleted a very interesting experiment which covered a 


period of forty years, 
and the result is very in- 
teresting indeed. 

It is especially inter- 
esting to the business 
man. Here is the expe- 
riment : 

One hundred young 
men at the age of 25 
years were kept tab on 
till they were 65 years 
old,-and this is what was 
found: 

54 of them were dead 
broke, and depended on 
children or charity. 


36 of them died poor. 


5 of them were able to 
work for a living and 
exist between pay days. 

4 of them were able to 
save enough money to 
keep them from want. 

1 of them was rich. 

If you will look into 
this you will see that it 
has been proved that 95 
per cent of the 100 men 
failed utterly. 

This is in a way 
alarming. 

Just why should 95 
per cent of men fail? 
This is a question worth 
looking into. No one 
wants to fail. Every- 
body wants to succeed. 

Why don’t they? 


i 
Let me answer this in my own crude way, and see 
if we can not get a little benefit out of it. 
the sheet metal man as an example. 
You being a sheet metal man have noticed that there 
are very few millionaires in the business. 


There are very few rich men in the business, who 
have made their money in the sheet metal shop. 

You, the reader, perhaps, may be as poor as I am, 
yet you work and work and try to do the very best 


INNA US 


present 
But do you do the best you can? 


circumstances. 


Is there something that you can do to make the sheet 


metal business better ? 


There are no mysteries in life. Things 
puzzle us only because we do not under- 
stand them. We do not understand 
them because we do not study them. 

There is nothing mysterious, for ex- 
ample, in the fact that ninety-five out 
of every hundred men who reach the 
age of sixty-five years do not possess 
enough to keep them from want. 

This high percentage of failure is not 
due to the vagaries of chance, or the 
whims of some sinister power. 

Good or bad Iuck has nothing to do 
with it. The causes of success or fail- 
ure can be determined with accuracy. 
The winning of success lies within the 
ability of any man who takes the trouble 
to desire and work for success. 

The first thing to do to get out of the 
ninety-five per cent class is to learn the 
meaning of service in connection with 
work. 

Service is linked with satisfaction, 
quality, and friendliness. No one can 
give true service who hates the one he 
serves. 

We are all servants in some relation 
ot other. Indeed, service is the me- 


dium through which we exchange our 
obligation to one another, of work and 
= material and knowledge and art and 
= . science and kindness. 


of service. 
Let us take 
to sell. 


after the bill is paid. 
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Are you to be one of the 95 per cent who failed? 


Let us have a little 
good out of this article 
and wake some real live 
constructive spirit and 
get on the money end of 
the business. 

Let us strive to be one 
of the 5 per cent who 
are successful. 

Let wus analyze the 
reason why some shops 
are successful, and apply 
the result to our own lit- 
tle shop and become suc- 
cessful, too. 

First, let us ask our- 
selves why we are in the 
sheet metal business. 

We will find the an- 
swer in the fact that the 
public needs our work. 

The public has the 
money to pay for it, and 
in the price they pay, 
lies our profit which we 
want. 

Profit is the ultimate 
result that we look for, 
because without profit 
we can riot exist as busi- 
ness men. 

Between our desire for 
profit, and profit itself, 
lies our ability to earn 
that profit. 

In order to earn it, we 
must see to it that the 
public gets the right kind 


Always remember that service is the thing you have 


Ability does not mean merely to deliver the job, it 
really means that the job shall serve the customer long 


Your success and reputation as a sheet metal man lie 
in the fact that you can give service. 
lies in every job you do. It is your advertising matter 


Your personality 
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that brings you real results. 

Can you afford to shirk and do a job in a slip shod 
manner ? , 

All jobs you get are not pleasant ones. There are 
many jobs you do not like to do, yet these very unde- 
sirable jobs are the means of bringing better ones. 

It takes a pretty brave business man to do a thing 
he does not like, and do it well. 

A man is not judged by the manner in which he does 
the things he likes, he is judged by the manner in which 
he does the things he does not like. 

It is in such a pinch that a business man is really 
tested. Can you stand such a test? 

In order to do right the thing you do not like, you 
must so train yourself that all jobs will interest you. 

If you are interested in a thing, you will have that 
pride in it that goes with every good job. 

You must remember that customer is not responsi- 
ble for a disagreeable job. He does not make it so. 
He is not to be blamed for the fact that you do not like 
to do it. 

Likes and dislikes are merely personal things, and 
the sheet metal man can not afford to let personal mat- 
ters stand between himself and his success. 

Every job is a duty. A duty is that which we are 
morally obliged to do, and we must do our full duty 
to every customer, every time. 

The whole world was builded on the great principle 
of cause and effect. Your very existence is a series 
of causes and effects. 

Your service is the cause, and your profit is the 
effect. If you take care of the cause, the effect is 
bound to be there. 

Strive to give satisfactory service, and it will be 
the cause of satisfactory profit. 

This is the only way that real business is done. 

You must realize that cause and effect is not an idea 
found by an individual. It is a law of Nature. No 
man can beat it. 

Take as an example your own self. 

You get into your Ford to drive over to see a cus- 
tomer about a job. The job of course is your aim. 
But you will find that the Ford is the cause of getting 
there. 

It is exactly like this with your profit. Profit is your 
aim—but your manner of work is the cause of getting 
that profit. 

If your work is bad, your profit is poor. The way 
you get after your profit determines the profit itself. 

I will wager that in every case of the 95 per cent who 
failed in business their manner of getting after the 
profit was wrong. 

There. was some weak spot that caused their failure. 

It was either in lack of skill, lack of interest, or 
ignorance that put them down and out. 

See to your own business and correct every weak 
spot. 

Take an interest in every item, and correct every 
fault. 

If you do this, you will have a good cause to pro- 
duce a good effect. 

I am not preaching perfection. I am merely point- 
ing out your duty as a moral obligation to your cus- 
tomers. 


Duty is cause. Reward is effect. Reward in busi- 
ness is profit. 

If you have a better analysis, let me know about it, 
and I will tell everybody. 

I want to say in conclusion that while I have pointed 
out that 95 per cent of the business men fail, I do not 
want to appear to be an alarmist. 

Every business man can at once step out of that 
class and apply for admission to the 5 per cent if he 
will only take the time to become interested in his 
business to the extent of hard work and hard thinking. 

Nothing can express the idea better than this poem: 

The river cuts the channel to the sea, 
The channel holds the river on its way. 
So does man carve his own destiny— 
He is tomorrow, what he wills today. 





Appoint Committees for Indiana 
Sheet Metal Convention. 


At a joint meeting held Saturday night, November 
27th, in Indianapolis, of all sheet metal contractors, 
furnace men and Indiana Jobbers’ and Salesmen 
Auxiliary, plans were perfected and committees were 
appointed for the Indiana State Convention, to be held 
in Indianapolis, February 2d, 3d and 4th, 1921, at the 
Hotel Dennison. 

The committees have already gone to work with a 
firm determination not only to make this convention a 
success, but the biggest and the best State Convention 
ever held. 

The Indiana State Association is really only six 
months old and has with the assistance of the Sales- 
men’s Auxiliary, grown to a membership of nearly one 
hundred and twenty-five. The following committees 
were appointed at the meeting: 


Ways and Mcans Committec— 
J. R. Strahlendorf, Chairman. 
Frank Sink. 
Homer Selch. 
Frank Doyle. 
Chas. Hall. 


Entertainment Committee— 


Harry R. Jones, Chairman. 
B. A. Epperson. 
Louis B. Eward. 
Wm. Off. 
Wm. Reno. 
Registration Committee. 
Jos. Mattingly, Chairman. 
Wm. Waters. 
Roland Wilcox. 
Hotel Committee— 
H. A. Beaman, Chairman. 
L. W. Eward. 
Jos. Mattingly. 
Exhibit Committee. 
R. S. Thompson, Chairman. 
Ralph Ingalls. 
H. A. Beaman. 
O. S. Merrill. 
Publicity Committee— 
F. A. Wilkening, Chairman. 
R. A. Shirley. 
A. H. Weinland. 
C. W. Fryberger. 
. D. Ortmeyer, Evansville, Indiana. 
arl Roth, Terre Haute, Indiana. 
R. u Barringer, Richmond, Indiana. 
E 5S. Roberts, Gary, Indiana. 
B. H. Gedge, Anderson, Indiana. 
John Balkema, Lafayette, Indiana. 
J. E. Wierman, Ft. Wayne, Indiana. 
Reception Committee— 
Paul Gordon, Chairman. 
Wm. F. Laut. 
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Joe F. Boehm. 

W. C. Wirth. 

Robert Keith. 

Wm. A. Shea. 

A. R. Dewey. 

Robert Kruse. 

Harry Rybolt. 

C. W. Hitchcock. 

A. C. Richards. 

W. A. Buxton. 

David Humphreys. 

Question Box— 

A. G. Pedersen, AMERICAN ARTISAN AND 
HARDWARE RECORD. 





Clayton and Lambert Produce 
New Double Needle Torch. 


An important improvement in the construction of 
gasolene torches is announced by the Clayton and Lam- 
bert Manufacturing Company, Detroit, Michigan, the 
well-known makers of gasolene-kerosene heat appli- 
ances used by the mechanical trades. 

Their latest achievement is the gasolene and kero- 
sene double needle point burners. These improved 
tools are now perfected and ready for the trade. 

The burner is of substantial 
construction with improved 
generator involving new and 
up-to-the-minute ideas in the 
combustion of fuel. 

Two needles control the 
supply of fuel which enters 
the combustion chamber and 
enable the user to secure the 
size and quality of flame, 
which is best suited to the 
work to be done. 

: : The upper needle cleans the 
ee orifice and can not enlarge it, 
New Burner. and the lower needle is a blunt 
point shut-off needle and it is, therefore, impossible 
to damage the burner, thus making them most durable. 

The tanks, pumps and all other parts of these new 
torches are made from the best material that can be 
secured and are of our latest approved construction 
which has stood the test of time. 

The Clayton and Lambert Manufacturing Company 
claims that these double 
needle burners will produce 
more heat units than any 
other burner on the market. 
They will burn lower grades 
of gasolene or kerosene, or 
a mixture of both fuels in 
any proportion producing the 
highest heat at the lowest 
cost with a much smaller ex- 
pense for up-keep, and that 
Clayton ond Lambert they are as near “Fool- 

Improved __ Double proof” as can be made, and 

Needle Point Torch. that torch burner troubles of 
all kinds have been reduced to the minimum. 

A new illustrated catalogue showing all of this Com- 
pany’s torches, fre pots and braziers, and their Bul- 
letin No. 4 showing their crude oil burning machines 
will be mailed on request. 











Revenge is a very doubtful pleasure. 
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Issues Instructive Booklet on Zinc. 


A very instructive booklet entitled “Zinc” has been 
published by the Illinois Zinc Company, Peru, Illinois. 
In it are told the origin of this metal, some of the many 
purposes for which it is now being commonly used, 
how it is produced and many other facts about this 
very useful metal. Every worker in sheet metal who 
wants to keep posted on his trade ought to have a copy 
of this booklet and no doubt the Company will be 
glad to forward copies upon request, either to the gen- 
eral offices at Peru, Illinois, or at the eastern office, 
280 Broadway, New York City. 





Sales Research Helps Build 
Bigger Business. 


Guesswork is the parent of failure. Facts are the 
bricks that build success. It is easier to guess than to 
dig for facts, but it’s poor business. For several 
years goods have sold themselves. 

Now they have to be sold. To do this profitably 
will take effort, money, investigation, information. 
Sales research, intelligently conducted, can help more 
than you may realize. : 

“Sales Research,” says J. George Frederick, Presi- 
dent of the Business Bourse, in the current issue of 
Forbes Magazine, “is the careful digging up of the 
facts that will help to make a wider and better future 
market, develop more net profit, more goodwill and 
security for the business; and the basing of conclu- 
sions and policies upon the logical deductions of these 
facts—instead of only the limited experience and 
judgment (however good) of one or more execu- 
tives. 

“The appalling fact that 95 qut of 100 firms start- 
ing in business fail, and that, before the war only 
60,000 out of a total of 250,000 business corporations 
were making any profit whatsoever, should in them- 
selves be a signpost to the need for greater exactitude. 

“The foundation platform on which to build any 
basis is study of possibilities of future sales. The 
business has no excuse for existence otherwise. 

“Therefore, to build a business structure without 
delving deep into the ground to secure a permanent 
hold upon rock-bottom of facts is so vital as to make 
it absurd to emphasize. 

“Nevertheless thousands of quite capable business 
men are constantly making serious mistakes along 
these lines, simply for the reason that they trust to 
their own experience and general judgment .in. order 
to make the basis for future sales possible. 

“They use the intuitive method, instead of the 
laboratory method of analysis; and while it is quite 
true that men of exceptionally astute ability can sense 
the failure or success of a business, the facts are that 
business conditions of today are so extremely varied, 
wideflung, and full of complexities that nothing short 
of actual, specific investigation and research will give 
a high degree of probability of accuracy.” 





Another good thing about the man who beats the 
bass drum is that he doesn’t have to strain his voice.— 
Galveston News. 
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Instructive Notes and Queries 


The Service of This Information Bureau Is Free to 
Our Subscribers and They Are Urged to Use It Freely. 





REPORTS PRESENT CONDITIONOF 
MALAYAN TIN PRODUCTION. 


United States Vice-consul S. E. O’Donoghue, writ- 
ing from Singapore, Straits Settlements, gives the fol- 
lowing account of the present condition of Malayan 
tin production. The review appears in Commerce Re- 
ports, published by the Bureau of Foreign and Do- 
mestic Commerce, Washington, D. C. 

“Fifteen years ago Malaya produced over 60 per 
cent of the world’s tin; today the figure stands at less 
than 40 per cent. 


“In 1903 Bolivia was credited with under 10,000 
tons; today that country is the second largest tin- 
producing country of the world and unofficial esti- 
mates give it 20 to 25 per cent of the total output. 

“Nigeria, whose output 10 years ago was practically 
negligible, is returned in official statistics as producing 
in 1917 nearly 10,000 tons. 

“The Malayan production in 1919 is given as 36,807 
tons compared with 50,000 tons five years before. 

“Yet here is a rather curious circumstance. Taking 
official statistics for the years 1903, 1904, and 1905, 
and those 12 years later it is noted that the total out- 
turn of ore has on the whole increased. 

“The loss on Negri Sembilan output is more than 
offset by the gain in Pahang, while the loss on Selan- 
gor is easily cared for by the gain in Perak. 


“The deduction is that although the percentage com- 
parison of Malayan output with the world’s total has 
fallen owing to greater production elsewhere, the actual 
outturn has considerably increased. 

“Although production has been affected by cumu- 
lative years of war restrictions and hindrances and 
present figures do not indicate the real strength of 
Malayan ore production, there is sufficient ground for 
urging that the industry should be taken more care- 
fully into consideration. 

“At present there is one large and well-known 
American mining company located in the Federated 
Malay States. 

“This firm is importing large quantities of ma- 
terial and sending out capable men as prospectors. 

’ “Realizing that they must do more than mere sur- 
face mining to obtain results in the future and per- 
haps stimulated by the advent of the American com- 
pany, already referred to,-many, of the ‘local: mining 
corporations are taking a keener interest in scientific 
mining and are preparing to go ahead on a much more 
thorough principle. 

“This should present an opportunity to American 
firms engaged in the manufacture of tin-mining ma- 
chinery.” 
. *x* * * 

‘ Kerosene Oil Lamp Burners. 
From J. H. Artman, Laurel, Nebraska. 
Please tell me who manufactures kerosene oil lamp 


burners and collars complete to be soldered on mettle 
oil founts. 

Ans.—Seng Manufacturing Company, Lincoln, 
Nebraska; Rochester Headlight Works, Rochester, 
New York; Edward Miller and Company, Meriden, 
Connecticut ; Plume and Atwood Manufacturing Com- 
pany, Waterbury, Connecticut. 


Peanut Roasters. 


From C. E. Ziegler, General Hardware Supplies, Lock Haven, 
Pennsylvania. 


Can you tell me who manufactures peanut roasters ? 
Ans.—Phillips and Buttorff Manufacturing Com- 
pany, Nashville, Tennessee; Bartholomew Company, 
Peoria, Illinois; Kingery Manufacturing Company, 
420 East Pearl Street, Cincinnati, Ohio; Dunbar and 
Company, 2652 West Lake Street, Chicago, Illinois. 
Pop Corn Machine. 
From C, E. Ziegler, Lock Haven, Pennsylvania. 

Kindly advise who makes machines for making pop 
corn confections. 

Ans.—C. Cretors and Company, 620 West 22nd 
Street, Chicago, Illinois; Dunbar and Company, 2652 
West Lake Street, Chicago, Illinois; Holcomb and 
Hoke Manufacturing Company, Indianapolis, Indiana. 

Potato Chip Machinery. 
From C, E. Ziegler, Lock Haven, Pennsylvania. 

Please inform me who makes machinery for mak- 
ing potato chips. 

Ans.—Dernell Potato Products Company, 1449 
Hudson Avenue, Chicago, Illinois; S. J. Bowden, 
Marblehead, Massachusetts. 


Pipe Thawing Apparatus. 
rom F. Harry Williams, Gothenburg, Nebraska. 

Where can I purchase an electrical device to attach 
to bulb socket for the purpose of thawing frozen 
pipes ? 

Ans.—General Electric Company, 53 West Jackson 
3oulevard, Chicago, Illinois; American Transformer 
Company, 178-182 Emmet Avenue, Newark, New 
Jersey. 

._ No. 10 Rayo Lantern Globes. 


From A. H. Kellerman, Cumberland, Wisconsin. 
Would you please advise where I can buy lantern 


globes for a number ten Rayo lantern? 
Ans.—Standard Oil Company of New York, 555 
West 25th Street, New York City. 
Repair Outfits for Auto Radiators. 


From C, Arthur Carlson, 123 North Mitchell Street, Cadillac, 
Michigan. 
1. I. would like to know where I can purchase out- 


fits for repairing auto radiators. 2. Also where I 
can purchase a machine to take the kinks out of auto- 
mobile fenders. 

Ans.—1I. F. L. Curfman Manufacturing Company, 
Maryville, Missouri; International: Radiator Com- 
pany, 1507 South-Michigan Avenue, Chicago, Illinois. 
2. The International Radiator Company, 1507 South 
Michigan Avenue, Chicago, Illinois, can furnish you 
with a machine for taking the kinks out of auto 
fenders. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,355,952. Funnel. Harry A. Even, Elkton, S. D. 
l‘iled January 21, 1920. 

1,355,972. Antiskid Device. Chauncey W. Hodges, 
Grand Rapids, Mich. Filed March 1, 1917. 

1,350,003. Sliding Door Check. John F. O’Connor, 
Chicago, Ill., assignor to William H. Miner, Chazy, N. 
Y. Filed April 3, 1919. 

1,356,005. Door-Check. John F. O'Connor, Chi- 
cago, Ill., assignor to William H. Miner, Onazy, N. Y. 
Filed July 21, 1919. 

1,350,042. Toaster. Lloyd G. Copeman, Flint, 
Mich. Filed Oct. 31, 1919. 

1,356,071. Electrically-Heated Instrument. Frank 
Kuhn and Lawrence H. Thomas, Detroit, Mich., as- 
signors to American Electrical Heater Company, De- 
troit, Mich., a Corporation of Michigan. Filed June 
11, 1920. 

1,350,089. Water-Heater for Gas-Stoves. John 
Romstead, Seattle, Wash. Filed Sept. 13, 1919. 

1,350,119. Combination-Tool. Michael S. Bassisty, 
New York, N. Y. Filed Jan. 6, 1919. 

1,350,125. Posthole- Digging Machine. Anders 
Chattstrom, Davenport, Iowa. Filed June 12, 1919. 

1,356,129. Spark-Plug. Henry M. Crowther, King- 
man, Ariz. Filed Aug. 28, 1919. 

1,350,134. Shaving-Brush. Frederick E/isenhut, 
Irvington, N. J. Filed July 19, 1919. 
feo J inne AI 
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1,350,136. Clamp. Sebastian Gaul, New York, N. 
Y. Filed May 10, 1920. 

1,356,146. Combination Weeder and Transplanter. 
Josephus Hill, Tunesassa, N. Y. Filed Aug. 22, 1919. 

1,350,161. Bottle-Capper. Harry |. Lebherz, Fred- 
erick, Md. Filed April 29, 1920. 

1,350,186. Clothes-Wringer. Horace A. Bodge, 
Brooklyn, N. Y. Filed April 3, 1920. 

1,350,221. Saw Set and Gage. Benjamin Roberts, 
Lake Saskatoon, Alberta, Canada. Filed April 25, 1919. 

1,356,240. Safety-Razor. Philip H. Unsinger, Ge- 
neva, N. Y., assignor to Geneva Cutlegy Corporation, 
Geneva, N. Y., a Corporation of New York. Filed 
March 24, 1919. 

1,356,250. Centrifugal Wringer. Herbert E. Wil- 
liamson, San Francisco, Calif. Filed Jume 24, 1919. 

1,350,288. Antiskidding Device. Peter C. Kane, 
Youngstown, Ohio. Filed April 13, 1920. 

1,350,305. Rack for Draining Crockery. Robert 
Newton, Okoroire, New Zealand. Filed Feb. 28, 1919. 

1,350,362. Combined Dishpan and Rinser. Elmer 
A. Hensal, Panora, lowa. Filed July 12, 192¢. 

1,350,308. Eaves-Trough. Charles B. Jaynes, Kan- 
sas City, Mo. Filed Aug. 24, 1917. 

1,350,371. Fly - Swatter. Benjamin R. Jolly, 
Raleigh, N. C. Filed Oct. 23, 1919. 

1,350,373. Stovepipe Joint or Coupling. Rudolf 
Kersten, Dresden, N. D. Filed Nov. 9, 1915. 











tutes 


























December 4, 1920. AMERICAN ARTISAN AND HARDWARE RECORD 41 


Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of. Income to Your Retail Store. 





1,356,526. Door-Lock. James C. Hutson, Missoula, 1,356,776. Ratchet Bit-Brace. James E. Meed, Pales- 
Mont. Filed Oct. 8, 1919. tine, W. Va. Filed Sept. 22, 1919. 

1,356,563. Wrench. Emil P. Schwarz, St. Paul, Minn. 1,356,785. Clothespin. William Paterson, Winchester, 
Filed Aug. 29, 1919. Serial No. 320,650. Renewed Sept. 16, Il. Filed Aug. 19, 1918. 
1920. 1,356,799. Holder for Sharpening Razor-Blades. John 


1,356,574. Chuck. Joseph Warder, Walkerville, Ontario, W. Thompson, Oklahoma, Okla. Filed May 6, 1920. 
Canada, assignor to Morgan & Wright, a Corporation of 
Michigan. Filed Sept. 28, 1918. 

1,356,577. Monkey-Wrench. Anthony P. Wiertz, Minne- 


1,356,855. Window-Pane Fastener. William Clifton, El- 
cin, Nebr. Filed June 4, 1919. 


apolis, Minn. Filed Feb. 18, 1920. 1,356,889. Work-Holder. John Skrzycki, Chicago, III. 
1,356,604. Latch. Alpha Leon Davenport and Arthur Filed March 19, 1920. | 

John James, Vancouver, British Columbia, Canada. Filed 1,356,894. Nailing-Machine. Edward Stutzer, Brooklyn, 

Dec. 13, 1919. N. Y., assignor to Victor Nailing Machine Company Inc., 
1,356,609. Long-Bit-Tool Holder. George W. Dover, srooklyn, N. Y., a Corporation of New York. Filed Nov. 

Cranston, R. I. Filed May 4, 1920. 11, 1919. 
1,356,612. Door-Latch. George Henry Elwell, Detroit, 1,356,902. Combined Rule and Pencil Holder. John Ben- 

Mich., assignor to Chester F. Hardon, trustee, Brookline, yei, Cleveland, Ohio. Filed Feb. 11, 1920. 

Mass. Filed Aug. 5, 1918. 1,356,911. Dish-Washing Machine. Maria Doujak, 
1,356,627. Safety-Razor and Safety-Razor Blade. Mag- New York, N. Y. Filed Jan. 13, 1920. 

nus H. Jehanson, Rochester, N. Y.. Filed April 20, 1918. 1,356,923. Wrench. Otey R. Kirkpatrick, Fort Worth, 
1,356,651. Can-Opener. Eugene O. Murmann, Glendale, Tex. Filed Dec. 16, 1919. 

Calif. Filed Nov. 3, 1919.° . 1,356,948. Pipe and Nut Wrench. George B. Weatherly, 
1,356,692. Pie Trimmer and Crimper. John N. Burton, San Francisco, Calif. Filed Jan. 9, 1919. 

Great Kills, N. Y. Filed March 27, 1920. 1,356,951. Underreamer. Wilson B. Wigle, Fullerton, 

__ 1,356,735. Stove-Mat. Alice J. Parkhurst, Flint, Mich. Calif. Filed Aug. 12, 1918. 

Filed Nov, 29, 1918. 1,356,970. Metal Fencepost. Ira E. Clum, Lima, Ohio, 


1,356,747. Lock. Christ Skolneek, Cleveland, Ohio. Filed 
Nov. 6, 3919. 

_ 1,356,749. Ladder, Albert A. Sorg, Grand Rapids, Mich. 

Original application filed Aug. 30, 1919. Serial No. 320,962. 


assignor of one-half to The Martin Steel Products Co., 
Mansfield, Ohio. Filed Dec. 10, 1919. 
1,356,972. Garden Implement. Caleb Crisman, Chicago, 




















Divided and this application filed June &, 1920. Il, Filed April 17, 1919. 
1,356,754. Receptacle-Closure. David Baughman, St. 1,356,991. Wire Attachment for Fenceposts. Alfred M 
Petersburg, Fla. Filed Feb. 7, 1920. Lane, St. Louis, Mo. Filed June’ 7, 1920. 
A } \ j - / ® . 
os @ Ne 1,856,526. 7° 45°356,799. 
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W eekly Report 


General Conditions in the Steer Industry. 


of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





ANNOUNCE CUT IN PRICES OF 
STEEL WIRE PRODUCTS. 


The noteworthy event of the week in the steel trade 
was the announcement of a cut in the prices of steel 
wire products, which went into effect December Ist. 

The reduction amounts to approximately 50 cents 
per hundred pounds, making the new quotations on 
wire nails $3.75 a keg and on plain wire $3.25 f. o. b. 
Pittsburgh. Barb wire and fence staples were reduced 
in proportion. 

Some of the independents have already brought 
their prices down to the price schedule of the Indus- 
trial Board, which the leading interest has maintained 
ever since March, I9gI9. 

One of the prominent independents is quoted as say- 
ing that at the price level of the leading interest many 
of the independents will lose money unless the present 
cost of production is radically reduced, but that it was 
his opinion that all of the independents will have re- 
duced the price on all of their products to the corpora- 
tion level by the end of the year, but that they will not 
go any lower than that. 

So far there has been little said about wage reduc- 
tions, but it was the opinion of this official that wage 
reductions would be announced in certain quarters of 
the iron and steel industry within two weeks. 

With furnaces and mills loaded up on high priced 
raw materials, burdened with the highest freight rates 
in the history of the country, and labor being paid more 
or less work than ever before, something has got to give 
somewhere. 

Prices of the independents would have been reduced 
some time ago, but in the absence of business it is the 
policy of the mills to protect existing contracts as long 
as there is any business in sight rather than to stimulate 
new business by lowering prices. 

Now that the order books are becoming lean they 
have decided that it is time to go after the new busi- 
ness, and it is anticipated that as soon as consumers are 
satisfied that a uniform level of prices has been reached 
they will then have confidence to place their orders. 

A large and growing potential demand exists, and 
the establishing of this confidence is what is needed 
to bring it out. 

The steel interests are almost universally lenders of 
money today and not borrowers, which fact in itself 
establishes their financial position. 


Steel. 

Throughout the iron and steel industry curtailment 
of production, absence of new business, cancellations 
of old, reduction of prices by the independents, in- 
creases in unemployment and pending wage cuts are 
the dominant factors. 

From Youngstown comes the report that production 
in that district in the aggregate is well below 60 per 
cent of capacity and still sagging. 


Whereas a week or two ago only 15 out of 46 fur- 
naces in the districts were idle, two more have now 
been added, making a total of 17 idle in the Mahoning 
and Shenango Valleys. 

The Sheet and Tube Company, which has been main- 
taining a much better than average rate of operations, 
has been forced to curtail, and is now doing less than 
80 per cent of normal. 

Other interests who have shown recent restriction 
in output are the Brier Hill Steel Company and the 
Truscon Steel Company, while the Republic Iron and 
Steel Company is about holding its own and the Sharon 
Steel Hoop Company actually shows an increase in 
operations. 

The whole district of Pittsburgh and Youngstown 
is now down to the corporation level on shapes, plates 
and bars, and these three products represent about half 
of all the finished rolled steel produced in this country. 


Copper. 

Producers of copper on a large scale are making no 
effort to sell. They will not meet competition devel- 
oped through speculators or custom smelters. 

The most significant development, however is that 
production is being reduced and today is at the lowest 
point in the last five years. 

This is the one important step which will check the 
decline and eventually turn prices upward. 

According to reports from Butte, the Anaconda Cop- 
per Company has laid off men at the Great Falls 
smelter. A further radical reduction in output seems 
probable. 

Today it is estimated that smelter production in the 
United States is not much if any over a rate of 95,- 
000,000 pounds a month. 

What is more to the point, is that imports are de- 
creasing and are likely to be even smaller, with recent 
steps taken to reduce production in Mexico and South 
America. 

Consumers at home and abroad are cautious. They 
have already purchased in the last two months the 
equivalent of 60 days requirements and they are dis- 
posed to await developments before making further 
commitments. 

In the outside market, there is some little speculative 
interest in the March position which is available at 14 
cents delivered and this price might possibly be shaded. 


Tin. 

The slump in the tin market is reflected in a de- 
cline of Chicago prices. Pig tin has gone down from 
40% cents to 3634 cents per pound; and bar tin from 
42% cents to 383% cents per pound. 


Lead. 
The notable feature in the domestic lead market dur- 
ing the past week was the announcement of the lead- 
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ing interest of another reduction in the price of lead, 
which amounted to half a cent a pound, and put prompt 
deliveries, both in New York and St. Louis, at 6 cents 
a pound. 

The outside market declined steadily throughout the 
week, New York from 6.15 to 5.65 and St. Louis from 
6.50 to 5.65. 

There were no exports during the week and, as far 
as that is concerned, there have been none reported at 
all this month. 

Imports for the week amounted to 3,300 tons, all 
from Mexico. One sale of 100,000 pounds at 5.50 New 
York was reported but unconfirmed last week, but it 
is well known that most of the producers, at least, re- 
fuse to sell at this figure. 

The market continues dull and quiet, with consump- 
tion showing a heavy falling off, with no immediate 
prospects of an improvement. 

Chicago prices have undergone a further reduction. 
American pig lead has declined from $6.25 to $5.50 
per 100 pounds, and bar lead from $7.00 to $6.25 per 
100 pounds. 


Solder. 


A lowering of $1 per 100 pounds has occurred in 
the Chicago solder market, making the prices now pre- 
vailing as follows: Warranted 50-50, per 100 pounds, 
$26.00; Commercial 45-55, per 100 pounds, $24.00; 
and Plumbers’, per 100 pounds, $22.00. 


Zinc. 

Zinc prices showed another week of steady declines, 
New York spot delivery dropping from 6.50 to 6.10 
cents a pound and St. Louis from 6.10 to 5.75. 

Imports for the week totaled only 110 tons, which 
came from England, and exports so far this month 
amount to only 18 tons. 

There is a better inquiry in the market for early de- 
liveries reported, but not enough business has devel- 
oped to check the steadily declining market. 

The curtailment in production in the tri-state field 
evidently has not reduced stocks to a point where any 
shortage is felt. 

With reports of further cuts in ore prices in the 
Joplin district are reports of more mills added to the 
inactive list, and that if the present rate of curtail- 
ment is maintained the end of the month will find the 
entire district again closed down. 


In the Chicago market, the price of zinc in slabs 
decline from $6.50 to $6.25 per 100 pounds. 


Sheets. 


News from the Pittsburgh district indicates that at 
least two independent mills, in position to book prompt 
shipments, are quoting the following prices: Blue an- 
nealed sheets, 4.05 cents; black sheets, 4.85 cents; gal- 
vanized sheets, 6.20 cents. 

These prices are precisely $10 a ton over the Steel 
Corporation or Industrial Board prices. 

In the circumstances, the independent sheet market 
is quotable on this basis, quotations at higher figures 
being merely asking prices, not market prices. 

There are suspicions that even these prices might 
be shaded somewhat in the case of particularly desir- 


able orders, involving good rollings and early deliv- 
eries, for the mills that are making the closest prices 
are the mills that can make the earliest deliveries. 

Two weeks ago the independent market on black 
sheets was at 6.00 cents. 

For about two months there had been a steady de- 
cline, averaging quite closely about a quarter cent a 
week, 

One week ago the market was at 5.50 cents, showing 
a half cent decline in one week. Now, in another week, 
there is a decline of more than half a cent. 

Thus, instead of the decline becoming slower as the 
basis price (Steel Corporation or Industrial Board) 
is approached the decline has become more rapid. 

In some quarters in the trade the inference is drawn 
that it will require little additional time for the remain- 
der of the gap, now only half a cent a pound or $10 a 
ton, to be bridged. 


Tin Plate. 

The American Sheet and Tin Plate Company will 
shortly open its order books for the new sales period. 
The price will be $7.00, as it has been since the In- 
dustrial Board reduction of March 21, 1919. 

The war control price was $7.75, there being a re- 
duction to $7.35 in December, 1919, the odd 35 cents 
coming off by the Industrial Board adjustment. 

While the new contracts to be made by the lead- 
ing interest with manufacturing consumers will be 
nominally for the first half of 1921 practically they 
will be for the second quarter, since the hold over 
business will require about three months for comple- 
tion. 

As to the independents, it is a question whether they 
have enough business to round out the year, although 
the maintenance of such a high rate of operation to 
this date, with the end of the year less than five weeks 
away, would suggest that most of them have enough. 


Old Metals. 

Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Qld 
steel axles, $20.00 to $21.00; old iron axles, $36.00 to 
$37.00 ; steel springs, $20.00 to $20.50; No. 1 wrought 
iron, $16.50 to $17.50; No. 1 cast, $22.00 to $23.00; 
all per net tons. Prices for non-ferrous metals are 
quoted as follows, per pound: Light copper, 8% 
cents; light brass, 51% cents; lead, 44% cents; zinc, 4 


cents : cast aluminum, 12 cents. 


Pig Iron. 

Production figures put out by the American Pig 
Iron Association, of Nashville, show that on Nov. 1, 
of 131 stacks in the United States 40 were inactive. 

This covers the entire coke iron production of the 
country with the exception of the Sloss-Sheffield 
Steel and Iron Company in Alabama, the Joseph E. 
Thropp Company in Pennsylvania and the Warner 
Iron Company of Tennessee. 

These figures further show that during November 
the output of the merchant furnaces amounted to 588,- 
965 tons, sales to 58,527 tons, shipments to 577,050 
tons, while unfilled tonnage as of Nov. 1 totaled 2,- 
361,759 tons and stocks on hand to 244,207 tons. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 


The prices and discounts quoted on this and the following pages, are, for the most part, subject to change without notice. 
to the} unsettled conditions of the :narkets and the shortage of materials st ts practically Lnpessible f2 


guarantee his prices for any given length of time. 


Owing 
or any manufacturer to 








- 

PIG IRON. 
Aerthern Fdy. No. 2 40 70 
Southern Fdy. No. 2 44 67 
Lake Sup. Charcoal... 68 60 
SON - cansacnnes 40 70 


tIST QUALITY BRIGHT 


TIN PLATES. 

Per box 
al! 14x20..112 sheets $14 50 
Ix | - 16 35 
1xx Pict cenennena 17 90 
xxx PNG 2a6rnseade 19 30 
a 3 3 i eee 20 70 
ic Peers 29 00 
Ix ss. dt olernithe 32 70 
Ixx NS bi eae ob ean 35 80 
IxXxx ee 38 60 
= 41 40 


COKE PLATES 


Cokes, 180 Ibs.... 20x28 $20 85 
Cokes, 200 Ibs.... 20x28 21 20 
Cokes, 214 Ibs....IC 20x28 23 05 
Cokes, 270 ibs....IX 20x28 25 90 


BLUE ANNEALED SHEETS. 
BPO cccvccerevs -per 100 lbs. $6 15 


ONE PASS COLD ROLLED 


BLACK. 
Oe. BOBS. ccccces per 100 Ibs. $6 90 
WO, BGs cece ces per i100 lbs. 6 95 
CR. Bosccccccesss per 100 lbs. 7 00 
er per 100 lbs. 7 05 
 . arr per 100 lbs. 7 10 
7 Mhivecesaeanns per 100 lbs. 7 20 
GALVANIZED. 
a eee --per 100 lbs. $7 &5 
Te. BiBccoeves per100lbs. 8 00 
Wh, Se se ceaned per100 lbs. 8 15 
eS erry per100lbs. 8 30 
a eee per 100 lbs. 8 45 
= eee per 100lbs. 8 60 
Be. . BB. ccceccees per100 lbs. 9 10 


BAR SOLDER 


Warranted, 
We. dé400064 per 100 lbs. $26 00 
Commercial, 
ee per 100 Ibs. . 24 00 
Plumbers’ ..... per 100 lbs. 22 00 
ZINC. 
Se GE .ctaniwedivsscdnnnade $6 25 


GO  ccndestaddaxwicenees 13c 


Less than cask lots.....13%-13%c 
COPPER. 
Copper Sheet, mill base..... 23%ec 
LEAD. 
SC des > dnwedees $5 50 
RE eee OE $6 25 
Sheet. 
Full coils .-per 100 Ibs. $9 50 
Cut coils .-per 100 Ibs. 9 75 
TIN. 
ee COS in wdetssdacesessareet 36%e 


Re are ere 38%c 


HARDWARE 





ADZES. 
Carpenters’. 
PO <sceeess Per doz. $29.00 


Coopers’. 
DN © sawdaacndsesesense -Net 
White’s 


Railroad. 
POR diiscccnses Per doz. 30.00 


AMMUNITION.. 

Shells, Loaded, Peters. 

Loaded with Black Powder, 

Less 18% 

Loaded with Smokeless 
Powder, medium grades, 
sees eetecewnenes kak Se eee 

Loaded with Smokeless 
Powder, high grade, Less 18% 











Winchester. 
Smokeless Repeater Grade, 
hiewektokspantewnnee Less 15% 
Smokeless Leader Grade 
$kbGeeneveesbounete Less 15% 
Black Powder......... Less 15% 
U. M. C. 
Se ee ee 18% 
ae ee 18% 
i eee 18% 


Gun Wads—per 1000. 
Winchester 7-8 gauge 10&7%4% 
o 9-10 gauge 10&7% % 
11-28 gauge 10&7%%% 


Powder. Each 
DuPont’s Sporting, kegs..$11 25 
rg of y% kegs 3 10 
DuPont’s Canisters, 1-lb.. 56 
*“* Smokeless, drums 43 50 

= - kegs.. 22 00 

7 % kegs... 5 75 

- canisters 1 00 


Hercules “E.C.” and “In- 
fallible’, 50 can drums.. 43 50 


Hercules “E.C”’, kegs...... 22 50 
Hercules “B.C”, %4-kegs.... 11 25 


Hercules “Infallible’, 25-can 
DE. cnedeaceccenesd0ee 22 00% 


Hercules “Infallible’, 10 can 
GPG ce cecescccvessseces 9 00 


Hercules “E.C’, %-kegs... 5 75 
Hercules “E.C” and “Infal- 


lible”, canisters ........- 1 00 
Hercules W. A, 30 Cal. Rifle, 
GRMISEETS ccccocsccccceces 1 25 
Hercules Lightning’ Rifle, 
IND ng ccddendseseees 1 254 
Hercules Sharpshoeter Rifle, 
GRMETEETE cccccccscs ovebes 1 25 
Hercules Unique Rifle, can- 
DE oxcnesuenee deendies 1 50 
Hercules Bullseye Revolver, 
GRMMEOTE 6 ciccccascssocs - 100 
AN TILS 


Solid Wrought....23 & 23% per Ib. 


ASBESTOS. 
Board and Paper, up to 
Oe Fl 
RED kcccaccesquan 18c per Ib. 


AUGERS. 
Boring Machine .....40@40&10% 
Carpenter’s Nut........ ere, 


Hollow. 
Bonney’s ..... 


Post Hole. 
Iwan’s Post Hole and Well...30% 


Vaughan’s, 4 to 9 in. 
Soccccoccoconccer Gea. 916.00 


Ship. 
Ford’s, with or without 
SOTOW cccccccccccccccs eet lit 


...-per doz, 30 v0 





AWLS. 

Brad. 

No. 3 Handled....per doz. $0.65 

No, 1050 Handled = 1 40 

Shouldered, assorted 1 to 4, 

Cosecceose eeceeee-per gro. 4 00 

Patent asst’d, 1 to 4 ag 85 
Harness, 

eee er ° 1 05 

POE ccccccecns ° 1 0 
Peg. 

Shouldered ....... os 1 60 

Patemted ..cccccs - 75 
Scratch, 

No. IS, socket 

Handled ...... per doz. 2 50 
No, 344 Goodell- 
Pratt, list less..... - -35-40% 
No. 7 Stanley..... - 2 25 
AXES. 


First Quality, 


Single 


Bitted, 3 to 4 lb., per doz. 16 50 


oooeue --per doz. 22 50 


6-lb. 65 00 


\epeeee. nears. 
3 5 


NAIL. 


First Quality, Double 
Bitted 
Broad. 
Plumbs. Can. Pat., 
Single Bitted (without handles). 
Plumbs, 4%-lb. .. 9 5 
Double Bitted 
Plumbs, 4%-Ib. 
BAGS, PAPER, 
Pounds 10 16 


20 25 


Per 1,000..$5 00 6 50 750 9 00 


Rotary. 
3 -in. Old Copper Bell... 6 00 


3 -in. Old eapestnl Bell, 
GRRE ccccese toveseces 6 OO 


3 -in. Nickeled Steel Bell 6 00 
3%-in. Nickeled Steel Bell 6 50 


Hand. 
Hand Bell polished List plus 15% 
White Metal...... i 15% 
Nickel Plated..... - 5% 
GORE cccccccevcss ” 10% 
Miscellaneous, 
Church and School, steel 
GED occcccstncuseses .. - 80: 
Farm, Ibs...40 50 75 100 
Each ....$3 00 $375 6 50 7 25 
BEVELS, TEE. 
Stanley’s Rosewood handle, new 


BE cece ccvccsccceccoctoses Nets 
Stanley iron handle.......... Nets 
BINDING CLOTH. 

NE Kcegsabdehente neneedn 55% 
PROM co cccncscccoveceseacess 40% | 
Brass, plated ...cccccccccses 60% 
BITS. 

Auger. 
Jennings Pattern .......... Net 
VWor@ Car..scccses List plus 56% 
Ford’s Ship...... ™ “ 5% 
BOGE. cewncdsecescoscess ++ ++85% 
Russell Jennings...... plus 20% 
Clark’s Expansive ...... -33% % 


Steer’s “‘ Small list, $22 00..5% 
” “Large “ $26 00..5% 


ee er 

Ford’s Ship Auger pattern 

GOP accssccacacsves List plus 6% 
PE > awveseeennsateee aveoeede® 





BALANCES, SPRING. Countersink. 
Sight Spring. ....ccccccccccses Net No, 18 Wheeler’s..per doz. $2 25 
BOPRRS  cccccsdcesécocesesecs Net No. 20 “ ss “ 3 00 
American Snailhead we: 1 75 
BARS, WRECKING “ss Rose.... “ 2 00 

Tv. @ Di Bee Bhiessecas eevcees $0.45 “ Flat.... “ 1 40 

VT. & BD BA Bhi ccccccss seeee 0.75] wranew’s Flat.... a 1 60 

V. & B, No. 324 eesee 0.80 ee Snail..... « 1 90 

T. Ge TE BR. Bi cccvcctandeoss 0.85 — ; 

V. @& DB We. Bb0. ccccceccescces 0.90 * 

= Russel Jennings....... plus 20% 
BASKETS. Gimlet. 

Clothes. Standard Double Cut Gross $8 40 
Small Willow....per doz. 15 00| Nail Metal Single 
Medium Willew.. ea 17 00 Cut .......Gross $4 00—$5 00 
Large Willow.. “ 20 00) Reamer. 

Standard Square...... Doz. 2 50 

Galvanized. 1 bu. 1% bu.| American Octagon... “ 2 50 
De GR civcecnaes $16 08 $18 72|Screw Driver. 

No. 1 Common...... ° 
BEAT No. 26 Stanley...... 7 

Carpet. Per d02.|\RLACKING, STOVE. (See Polish) 
No, 7 Tinned Spring Wire..$1 10 
No. 8 Spring Wire Cop- BLADES, SAW. 

WOE  cncccesccéeseccece S Bees, 
No. 9 Preston.......... <a Disston 30-in. 

Egg. Per doz.| Nos. .....-. 

No. 50 Imp. Dover........$1 10 ji'4s $10 05 90-45 
No. 102 ” ” Tined 1 36 BLOCKS. 

No. 150 “ © SE NORE sncccseceseresnnccnes 20% 
No. 10 Heavy betes tinned 3 10lpatent ..........eceesseees - -20% 
maa «CUM - 3 30 

No. 15 ” - ” 3 60 BOARDS. 

No. 18 “ = 4 60) Stove. Per aoz 

Hand BE Sectdcenscean eeeeee Be 

8 9 10 12 BED eedseussaeaes oceeene 16 05 
Per Gos.$11 60 18 00 14 75 18 00) 38x38 ..... ccc ccccccee «++ 18 85 
ey eer er ere 
12-inch ooclen Gan. 00 68 BED gbctecesendeaeees -. 25 50 
ap ere skewers danke 30 50 

BELLS. Wash. 

Call. No. 760, Banner Globe, 
3-inch Nickeled Rotary Bell, (single) seeesper doz. $5 25 
Bronzed base....per doz. $5 50 Ne. 652, Banner Glebe, 

Cow. (single) ...... per doz. 6 75 
Kentucky eee eee een eens . -30% No. 801, Brass King per doz. 8 25 

Door. Per doz./ No. 860, Single—Plain 
New Departure Automatic $7 50 SD -cnxou~esewenensoes « 6 25 








4 ohn, "annie 


aides 











rear ats 


ei tS 
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BOLTS. 
Carriage, Machine, etc. 
Ce cut thread, %x6 


nd sizes smalier and 
chester ‘senteeseanel GF Ben 


Carriage, sizes larger and 
longer than %x@........+15% 


Machine, %x4 and sizes 
smaller and shorter...... 50% 
achine, sizes larger and 
"laa than %x4......... 40% 

GU. 45 66 eccedeonce con ved 5-10% 

TOME) dntcncccezssessasucss 40-5% 
Mortise, Deor. 

Ge, WOR ovcccccsecsssevccs 5% 

Gem, bronze plated......... 5% 
Barrel. 

GD: ccd ceadeccncscssercces Nets 

Wrought ...... heatesoseae 

Wrought, brenzed ....... - 
Flush. 

TE nc ctnseesccs ane ™ 
Spring. 

WOME cccccccccccsccess S 

Wrought, heavy ........- aa 
Square. 

Wrought ...... bbedeeedens ao 

BOXES. 

Mail. No.... 2 4 10 

Per doz...$18 00 23 00 29°00 
Mitre. 

Stanley’s ...ccccccoss Net Prices 


Stearns, No. 2..per doz. $48 00 


BRACES, RATCHET. 


Goodell-Pratt No. 408 .......$4 60 

' ~~ Ba @ .....5.48 

= “ No. 412 ....... 5 00 
V. & B. No. 444 8 in.......- $4.65 
V. & B. No. 383 8 in....... 4 30 
V. & B. No. 222 8 in........ 4 00 
V. & B, No. 111 8 im......... 3 50 
V. & B. No. 11 8 in......... 3 05 


BURRS, RIVETING. 
Copper Burrs only. .25% above list 


Tinners’ Iron Burrs only..... 30% 
BUTTS. 

Cast Erem ......... jeetnedas 71%% 

bat apy Bronze, No. 175 AC 5 5 

EER BILE I 17 


Steel, ‘Bright, Nassow 15-7%-5% 
mee, Japanned, Narro 


Re ar ee W List-+65% 
GALIPERS. 
Dewuble ..cceove o06eneeeseseen Nets 
Inside and Outside......... es 
WEE cckcpcswcoscencconcscs = 
CALKS. 
Logger’s Boot. 
(Lufkin R. Co’s.), per M..$7 00 
Toe. 
Blunt and medium, 1 prong 
POP BSS BB.cccsccccececs $6 20 


Sharp, 1 prong, per 100 lbs. 6 70 


CANS. 
Milk. 
Ohio 
ae 5 8 10 
Eaeh ..$8 65 $4 45 $4 70 
Gem, 
a 5 8 10 
Eaeh $3 85 $4 95 $5 20 
Jersey. 
a 5 8 10 
Eaeh $4.15 $5 60 $5 90 
Holstein 
ee 5 8 10 
Eaeh ..$4 15 $5 60 $5 90 


GAN. OPENERS. 
See Openers. 


CAPS, GUN. 
See Ammunition. 











CARPET STRETCHERS. CHURNS. CRAYONS—See cana «. 
See Stretchers, ae -Bent Wood, * 
pedeeucees 5 7 
CARRIERS. Bach ........ $300 460 4 85), CUTTERS 
. Belle, Barrel ........ —_ 
oag =. Sam CCRTHBT westward ....0.00<0000+ 40% 
Diamond, Regular...each, Net8Sicommon Dash, 
Diamond, Sling..... <5 - — Bisothewtcootes 7 |Meat. 
OF GOB. ccccacess $17 00 19 00 Suterprise—stes, 6 10 12 
CABERIDGRS. OLA Each.... $2 50 $425 $3 76 
See Ammunition. MPS. 
Nos. 22 32 
Adjustable. “.... 600 88 
8 CAST MOOSE cccccncscoccecccss 30% | Pipe. 
Benne -iee Bearing, ek Oe Ss iasecens een 20% |. Saunders’, No. 1 2 3 
Sceerececccedsencesecce 50&£10% Cabinet. acral $1 85 2 75 6 75 
Bed havesapenionsss este nke 40% = 
Bs ee 0% |Slaw and Kraut. 
PEE. See Box calf a 4-knife Kraut iat acetal 
n > -knife ae - 
Brass Wheel .ccccccccecses 15% ned 2 + , : 98 3-knife Kraut, 
Iron and porcelain wheels, ar...List price plus 25% - 2 eae 13 00-18 00 
Mew list ...csveesreecees 50% |}Carriage Makers’. l-knife Slaw...... 2 50 
a - relies me Terereeee per doz. 7 00| 2-knife Slaw ...... 3 00 
saebes seeneeunadeeoue + geen aie ss os 
M...tf B. cccccceccesccccess ee = Saetenesvess Oe ee ov cesceouneees 
OP cd eer «98 oof Vaener a 
CATCHERS, GRASS. Me” ~@decansseane 46 00 
No. 1608, per doz.......... $12 25 jauitt ceili DAMPERS, STOVE PIPE. 
No. 1658, eT  eeeneieas 14 01 < " 
No. 30 Ball and Sock pene 
CEMENT, FURNACE. 24%” head..... per sy $13 00] All sizes....40% from New List 
American Seal, 5 lb. cans, net $9 45 Nour — —_ aa 14 50 
on oy 10 lb. cans, “ ele Ps ee eo DIES AND STOOKS. 
vi a 26 Ib. cans, “ 1 87)}Hose. Discount... ccccsccscccces New List 
Asbestos, 5 1b. cans.. > 45 Sherman’s, : ae %”, per 
Pecora, 5 Ib. cans.,... ” 45 GOB. cccecswocecees err — 
“ “ Double, ue ra » 0 
i! a —< _ (eee 7 ; = uble, brass, %”, per doz. 1 2 Post Hole. ERS. 
nae gti Saw Filers. eR sinicccies per doz, $14 50 
CHAINS. Wentworth’s, No. 1, $12.50; No Iwan’s Split Handle (Bu- 
Breast Chains. 2, $18.25; No. 3, $16.25. reka) . aol 
4-ft. Handle..per doz. 1 
With Slide...... doz. pairs, 5 50 CLAWS, TACK. o-8 . ae Oe 
Without Slide.. = 5 06 7 *s . 
ontiadiaats e 9 38 Wood hdl. No. 10...per doz. $0 95 Iwan’s Perfection (Atlas) 
eee i Forged steel, wood hdl. “ 1 75 BOF GOB. occccccccsces 16 60 
With Covert Snaps 6 88isolid steel............ * 2 40} Iwan’s Hercules pattern 
Picture Chains. DL 5 cudgetescevanaia " 50 per doz, ...ssseeeees a 00 
See also Augers—Post Hole. 
Light Brass, 3 +. er doz. ; - 
aaaes Brass, 3 - . = CLEANERS. Dividers, Wing .....-sssee+5 25% 
Sash Chain. mele am 
Steel, per 100 ft. Iwan’s Adjustable......... 25% DOOR CHECKS--See Checks 
ee crc cr te $2 50 Iwan’s Stationary.......... 30% 
D: ecvseedaenseraneeceusune 3 10 DOOR HANGERS—See Hangers 
Dy chenidsadeiteiahh aca edhes 3 60}Pot. 
Champion Metal WD o6cncceccoed per doz. $0 75 
GE cccccceerissdesdococees 5 40 CLEAVERS. DRILLS. 
BRR cccccccccccccccscessses 5 60 F il 
SE. sisiakcacsacdnnnienkine 7 75 en _ Blacksmiths’ Twist. (New 
ea 8, 
Champten Metal. —Extra Heavy. a 8 9 10 BOD . «cdaes Cores eseeseees 40% 
ee se es Per doz. $2700 2900 3300 36 00|Breaat. 
Fovd Sash Chains. Y . 
y Mill Falls No. 12, h $46 00 
Me ccuaess List Net Plus 15% CLEVISES. noun Valls Be. 29, Came:© 
BMallenble cccccccccccccsse 10c Ib 112, 26 00 
CHALK, CARPENTERS’. CLIPPERS Hand. 
PD ccedeonksceses per gro. $1 40 GectuiPe Aut ti 
i eee INL: sivesasteabadeanda wee Se 
White .ccccccecscces ” 1 25 $ Nos. 01 03 
Common White Schoo! CLIPS. Per doz. 12 00 14 40 
CrAYON .-seeesses seat | Meare cy be), 65@5%| Goodell’s Single Gear, per 
SO 2000060400409008 ecoe 16 TS 
CHIMNEY TOPS. __ |Damper. Goodell-Pratt No. 4%, per 
In bags ..eessevees per bag $1 70] Standard .......... per doz. 70c Gos, Mat, eB. ccccccecces 30% 
ME éatevnsaseevene ” 88c Goodell-Pratt No. 379, per 
CHECKS, DOOR. MW me 0 Gem; WE, Wee cccssctens 30% 
SEERA RAE Met Ldst pe vocccccccccccccs 60c 
RRUBSWIM 2 ccc cccccceccccccsess 20% COLLARS STOVE PIPE. \Reciprocating. 
Goodell’s........- per doz. 26 00 
CHISELS. Lacquered. 
Cold. Inches 5 6 7 
Good quality, % in., each $0 49] PANcy Putterm oe gs as DRIVERS, SOREW. 
y%. in, - 0 32 —— 
, ee Ra ee Nets 
Diamond Point. COMPASSES. Eadie Were cc caccncvcces “ 
V. ys FO eee 0 37 Carpenters’ eerceresecesesess 15% I occ ccisccunccdien “ 
V. & B. No. 15, % in........ 0 60 COPPE ee Champion Pattern ........ “ 
FIRMER BEVELLED. COPPER - Clark’s Interchangeable 7 
Berg’s (Swedish). : So ering. poeer. rh eeesececesecs cS 
%-inch, per doz......... $ 4 45 Pointed Roofing. on PREG cccsesces rs 
- = a sa anenet 7115/3 Ib and heavier....per Ib. 87c}/ Goodell’s Spiral ........... 
1%- . tt eaeeeees 20 1 TR pas, Tat ; * ggc| Yankee Ratchet .......... . 
2%- “ “ ten Wn cccccvctcssccess “ 3%¢ Spiral ......+++s+++ : 
Reuend Nese. “te ~ beedeen senesensace . oo 
Ae) 2 8 to eee ar — writs eeseneten wees . EAVES TROUGH. 
V. & B. No. 65, Eaccccocce © Oe 
wale Picture. CORD. 50% off Standard List. 
SOCKET FIRMER. 
Berg’s (Swedish). White Wire wcccccceress 60&5% - 
%-inch, per doz......... $11 95|sash. ELBOWS—Stove Pipe. 
a Py iil Na dala te delet 16 76 Sampson Spot, No. 7, per 1-piece Corrugated, Uniform 
Be © H  ntevdees 23 95) "aoe. : $24 59 
> - eecccese 35 95 nema taahs See 4% oak Dos. 
Cape. Ban cats .ees Saigon eee ceeecccoocececssouens - 
Vv. & B. No. 50, BMiccccccece 0 29 ee Sees reeee ere es eres 
Vv. & B. No. 50, Fs i ea 0 71 COTTERS, SPRING PUR kv cdoecececccesnves . 2 60 
All s1Z@B ..cceeceeees seve 87% 
CHUCKS, DRILL. Uniform, Collar Ajdustable. 
Goodell’s, for Goodell’s Screw COUPLINGS, HOSE. Dos. 
Drivers ........Jsist less 35-40% [Brass ...+++ee0++++ POF GOZ. $2 Wisinon .. 0... . cece eee eens $2 66 
Yankee, for Yankee Screw CRADLES, GRAIN. BGO cececccvcccccoesocess 2 70 
DEGVETS. cccccccsecsecves --$6 00'\Morgan’s Grapevine per dos. $45 "@lT-imch ..... cece ecwneeeee . 8 00 
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ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated, 


Size. Doz. 
2-inch .... coccccccscccecteSe 
SEE adeccseccubnee coocccceete® 
OO. ccncesuce guhuens ——— 
Seimgh cccccccccces covcccvce ete 
SORT ciccciccvions eee 
ENAMEL, STOVE. 
Iron, Black. Per Gross 


Peerless Gloss, % pt.......$16 20 
” - BPs. cccocee AW 


Per doz. 

se m % gal......$12 00 

- - 2 @Ol.cceee BRO 
Aluminum Per Gross 
Peerless, % pt......-.ee+0- $42 60 


= YPt....sse.ceeee 61 30 


EMERY, TURKISH. 

Out of market at present time. 
Domestic, Ib. ....... were 
EYES. 

Bright Wire Screw—See Woods, 

B. W. 


Drifting Pick ...... 60, 10 & 5% 
Hooks and Eyes— 
Brass, 1%”, No. 60, per 
BrOsS ....... covcoceccecsge 
Iron, 1%” No. 50, per gross 1 60 
FASTENERS, STORM SASH. 
Shroeder’s .........per doz. $1 50 
Sensible .......000. - 3 00 
FILES AND RASPS. 
Delta 
TEI. occ nvnccccsensiseseevomee 
Bwies ..cccceee List plus 25% 
Utiltiy “ net. 
Nicholson’s— 
BEMOTEERM co cccccsccces -50-7%% 
PD. knee stceeeeesen 50-7", 
Black Diamond .......... 40% 
BD. anaeaeuwen cocceecBOot ts 
Great Western ...... - -50-744% 
Kearney & Foot.......50-74%4% 
McClellan .......... -.-50-744% 
Nicholson brand .........40% 
J. Barton Smith......50&74% 


X-F Swiss Pattern...List-+-10% 


Wood Pails. 
Frazer’s, 15 lb, $1.00; 25 Ib. $1.50 
each. , 


Hub Lightning, 15 Ib. 90c; 25 Ib. 
$1.21 each. 


Tin Cans, 

Frazer’s 
1% Ib. per doz........ oooG8 UE 
3 Ib. per doz....... cocce 8 OS 


GRINDSTONES. 
Family. 
Inches.. 7 8 10 12 
Per doz. 2050 2175 2625 30 50 


Mounted. 
Ball Bearing.. 1 2 3 
Wah .cccccecs $475 6 00 6 25 


GUN WADS. 
(See Ammunition) 


GUNS. 
Iver. Johnson Champion Single 


Barrel Shot Guns....Net Prices 
Double Barrel, Hammer- 


CC eee 
HAFTS, AWL. 
Brad. 

COMMON ..ccccees per doz. $0 35 
Peg. 

Patent, plain top.. - 80 

Patent, leather top ” 90 
Sewing. 

COMMON ..cccecess * 24 

Patent .ccccccccces = 55 

HAMMERS, HANDLED. 
each, net 
Blacksmiths, eens, No. 0, 

BE GE cececvesevecsvecse -$1 35 
Engineers’, No. ‘L 26 oz.... 1 35 
Farriers’, No. 7, 7 0Z........ 1 41 
Machinists’, No. 1, 7 0z.... 1 06 
Nail. 

Vanadium, No. 41%, 16 oz., 
GRE ccccccccccscvcseses $2 00 

V. & B,, No. 11%, ” oz., 

ere rrr 1 60 

Garden City, No. 111%, 16 

OS., CCH ..cccee Es s 
Tinner’s Riveting, No. 1, 8 
oz,, each..... Ceevecceeen 1 10 
Shoe, Steel, No. 1, 13 oz 
BE. eéacwoessnssevnrsege 1 v0 
Tack 
Magnetic 
BO. ©, GRORccccccccccsee 3 @ 
HAMMERS, HEAVY. 

DOOM cc ctcctvcccicccoes 20% 
Mason’, 

Single and Double Face....50% 

HANDLES. 
Auger. 


Common Assorted, per doz. $0 75 


Pratt’s Adjustable, Nos. 
1 & 2, per doz.......... 6 00 


HANGERS. 
Barn Door. 


Matchless 


Seer tere eee ereees 


Conductor P. 
Iwan’s Perfection...... 


Eaves Trough. 
All sizes, 5” or smaller, 


serene ewes 


a sizes, larger than 


A Door. 


Cast Shingling ” 


Plumbs, Octagan, Half.. 
Plumbs, Broad, No. 1... 
Plumbs, Lathing No. 1.. 


HAY KNIVES. 
See Knives. 


Wenzleman’s No. 


Wenzleman’s No, 2 


Matchless ....... ecees 
New Idea 
Oxford 


Wrought Iron. 


eee ee 


Light Strap Hinges, No, 


Heavy Strap Hinges, No. 
Light T Hinges.....No, 


Heavy T Hinges....No. 
Extra Heavy T Hinges, 


teedeeesiwee --No. 
swew Hook and Strap. 
6 to 12 in. 








WimmenGW cccccccccccccccccccele@ 
TOONS ccncsinvce ces eneeneee 
Heller’s (American)... ...50&10% 

ne eee «--6% 

TRSTBS cccccccccccsesesece --75% 

FIRE POTS. 
Clayton & Lambert’s— 

GRE cccccces ..--$4 00 @ $6 00 
Gate City ............each, 6 25 
Gem ........each, $6 75 @ 8 50 

FORKS, 
Manure. 
4-time ....ceeeees ...-New prices 
GAUGES. 
Cream Pail. 
Fairmount.......per doz $3 75 
Marking, eatten, ee been gee . 
cencoesetee weseneeeue .-Nets 
Wire. 
DED 666s sewe vetavedane 25% 
GIMLETS. 
DUSSOGRE cccccccccseces --85@40% 
GLUE. 
Bulk. 

B Amber.......-.-0+ per lb. 35c 

A. WhltO.cccccesccces = 40c 

H. 6. Amber.......- « §638e 
Liquid. 

Army & Navy......... -+-40% 

Le Page’s— 

Sit “BP access sbpecans -+-874%% 

CE WR ascceosvawcee +++ -884% 

err 

GREASE, AXLE. 
Wood Boxes. 
Frazer’s ........per gro. $13 00 
Hub Lightning .......... 7 50 


Ives’ Adjustable....per set 1 35 
PD 0.00:64060s c0eteeen was sewed 30% 
Chisel. ‘ 

Hickory, Tanged, Firmer, As- 
sorted, 55c; Large, 85c per 
doz. 

Hickory, Socket Firmer, As- 
sorted, 70c; Large size, 80c 
per doz. 

Ee eee 40% 

PE DOES cccccccccescods 40% 

File, assorted, 30c; Large, 35c per 
doz. 

Hammer. 

Adze Eye ..per doz. 40c to $1 00 

Blacksmiths’ A 45c@1 00 

Machinists’ - 50c@1 00 
Hay and Manure Fork....... 25% 
Screw Driver. 

MARTE ccccccecescccssees coe © 

BND: bd é664.c000606esunie's ee © 
Shovel and Spade............ 25% 


See Stops, Bench. 


Germantown ...ce-ceessees 


U. S. Roller Bearing.....12%% 
coccccccclSeS 
Warehouse Tandem, No. 


+ -334%% 


+++ 45% 


per gross $3 80 Net 


eeeeees-per gross 6 00 “ 


et AMS .ccesecé -- -50&10% 
Sliding Folding .......... -50% 
pT ET TOT T ++ -50% 

Parlor Door. 
BOD cccccowesece per set, $3 75 
Ives’ Improved.... 7 3 40 
Lane’s Standard... +z 3 60 
Lane’s New Model vie 3 10 
Le Roy Noiseless..... - -40&10% 
TROUEES cccccecececs 00 eee 035% 
BED wi cdcctoesceees 40&10% 

HASPS. 

Hinge, Wrought...Add 50% to list 

With Staples—See Staples. 
HATCHETS. 
Plumbs, Claw No. 1........ $1 65 
Cast Claw, per doz... 1 50@ 1 85 


1 50@ 1 85 


.+71%4% 


HAY RACK BRACKETS. 


.S doz. sets $18 00 


vasukweneawe per doz. sets, 19 20 
HINGES. 
Blind. 
Clark’s Gravity 
ee ee per doz. sets, $2 25 
BE, Baccisare ss Oe, ae 
Gate. 
COED cavcscs 1 2 3 
Hgs & Ltch, dz. $550 700 975 
Hinges only “ 475 550 800 
Latches only, 190 190 cece 
Screen Door, 
1761—3x3 ......... ---doz. $2 30 
1753 —24QxX2% new eeeee = 2 oe 
Spring. 
| ee Add 12%% to list 
Columbia Dbl. Acting, 
debudcekeesens Us --- 40&10&5% 
GOT ccccccccccccccese eoeses 25% 


Ideal Detachable, per gro. $11 060 
+002 240% 
econeaee per gro, $7 20 


++++20% 


Per 100 pairs with screws: 


3 $13 20 
4 16 50 
3 12 60 


4 20 60 
4 22 50 


-per ae Ba. $7 75 


14 to 20 in. ae 7 50 
22 to 36 <i ba ” 7 25 
Screw Hook and Eye. 
ae per. doz. pair $2 00 
He Ge cccceces - 3 50 
YH UMacccccces aa = 5 00 
HOES. 
GerGeR cecccccccese er ert eT Net 
HOOKS. 
Awning, No. 60..... per gro. 50% 
Belt. 
BVOWWO occcccccccccccccteee 
EE” avicewsesissasecan 6545 % 
h. 





Box. 
ee : ° 10 3613 
HOG cccoceces o'33 0 85 0 40 


Bush, 


Commun Axe Handle, 
BEF GOR. ccccceccccceecGh® OO 


Chain, 
Inch.. 4%&5/16 % 7/16 % 
Pr 100 $7 60-810 975 1150 1260 


Clothes Line. 
Japanned .... meee doz. ae 40 
Galvanized... 75c@2 560 


Coat and Hat. 


Common Wire per gro. 1 25-1 65 
Conductor, 

Iwan’s Tinned Sickle....... List 
Corn. 

Common, riveted, painted 

ere --per doz. Nets 

Little Giant...... a = 
Gate. . 

See Goods, Bright Wire. 

Grass. 

Common Nos. i 3 5 7 

Per Doz...$450 350 8375 325 
Hammock. 

With plate....... per doz. 1 10 

With screw....... = 1 00 
Lambrequin, or Drapery,’ 

DF DOE. ccccsaces ccccccceeneee 
Picture ...... oveese -50%&50E10% 
Potato and Manure......... -Nets 
Screw. 

SD ntncéuvanncee stance -7 

(See Goods, Bright Wire. ) 
Seat Spring..... oseeee- per Ib. Ko. 
HUSKERS. 
Boss. 

SPU, obs cesciendsn aw a E 

Pet GiRiccecse seeeeee New Neots 

No. 59 .-per doz. New Nets 

IRON, PIG. 
See Metals.—First column. 
Plane. 

Wood Bench...Add 10% to list 
Sad. 

Charcoal ++.++-per doz. $11 00 


Common, polished, per 
00 Ibs 


1 B.  secccceccesece 


7 75 
-+-$1 50 net 
ecocee 2 76 net 
- 8 25 


No. 70 Asbestos... 
No. 100 = 


Common, nickel plated.. 
Mrs. Pott’s, 


No. 50 J, utorpetee, oo set ae 
No. 55 J,, 
No. 50 T, ss ” = 
No. 55 T, = - - 
Tailors’ Sad...........perlb. “ 
Tailors Goose.........perlb. “ 
Ideal. 
6 lb. Household.......... $3 50 
9 lb.Dressmakers’ ........ 4 25 
14 1b. Tailors’ Goose....... 5 50 
Tuayere. 


Single Duck Nest..per doz. $5 25 
Double Duck Nest... “ 6 25 


Sutton ...............each 2 60 
JACKS. 
Locomotive ...... covccecocesote 
Wagon. 
Richard’s No. 1..per doz. $15 50 
BO sc ecccceve cocccesen BQ 
Oliver, 

BPE. eccccecceses 00 
MENG eeceeesese ----$0 60 $0 80 
Standard, 

, eee soe. 8 2 
Each bance ensw ee ---$0 60 $1 00 
R-W 

ae BAUR asasesenenceus 200022 40% 
BED sk eusvcceceun des 90060069 40% 
KETTLES. 

NE gssdsieee eenbeeunnee canny 
DD ceswecesnensees ---40&5% 
PE? vosstedten etd .~+.per lb, 27 

DD o<6ekee0na eens +++ -40&10 
WEEP cccccccsscces ccoceccoscee 














PRR re = 20 
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KNIVES. 
Beet Topping. 


are 9-in. Scimiter Blade, 


WE 6 nsetencecesessecese 

Gaseemis ccccccccccccseee 8H 
Butcher, Per doz, 

Beechwood Handles, 6” 
a oe eb 00 

Beechwood Handles, aad 
BOM oxeenecesse<os eves 4 65 

Beechwood Handles, 8” 

BONGO coccccceccececcses 8 ES 
Cooper’s Hoop ...... $seeweeba 15% 
Corn, 

GOT ccccctseces per doz. $1 75 
DEO 3 cccceces me 2 75 
ee = 3 00 
_, ee ” 2 26 
Drawing. 
Standard ....... oeeee-List&i% 
BEE £sheteneaekance -15% 
Barton’s Carpenters’ .. eevee sl b% 
Hay. 
Iwan’s Solid Socket. -doz. 13 00 
eee 13 00 
Iwan’s, Sickle Edge... “ 18 00 
Iwan’s Impv’d Serrated “ 18 00 
Hedge. 
Challenge ...... --per doz. $6 00 
BOS -ccccecces so 3 75 
Mincing. 
Common, Single .. - 60 
Common, Double.. ser 90 
Streeter, 4-blade.. = 1 30 
Streeter, 6-blade.. ag 2 00 
Putty. 
Common ..per doz. $0 75@1 50 
Landers = 1 75@2 50 
Scraping. 
Beech Handle ..... 90@1 10 
OS 5 50@6 50 
KNOBS. 
Door. 
MONEE seseces -.-per doz, $1 80 
Poerecsiain .ccccces ” 1 90 
GUE ccnweeneeceons as 2 00 
LADDERS 
Common Long. 
ge ee 17c@23c 
Extension, 
er Gt sitecnnesscndecs 22 to 28 
Step. 
Coe, OOF Bisasncwedssse ne 
Common, with Shelf, ‘ada 10c. 
ERs ccccncoucneee Veuebesdéans 34c 
Challenge, 6 to 9 ft.........65c 
BO GO FG Bo cccccccccccecees 60c 
LANTERNS. 
Bull’s Eye Police 


3-in. Flash Light per doz. $13 00 


LEADERS, CATTLE. 


Nos.. 
POP GOB. ccccccccces 


eee eee eet ee eee ee 


51 
--$1 35 


LEATHER, LACE 
Rawhide %” oes +100 ft. 
“ %” 


LEATHERS, PUMP. 


52 
1 45 


° 60 
40 


Valve and Plunger...........10% 


LEVELS. 

Disston, No. 28 Asst..... o++$22 05 
No. 18, 20 in...... 21 90 

° 2 22, 5 =aeero 22 90 

ad Shafting, 6 in...... 19 80 

- “ 6 in. gr. glass 24 20 

oe We. 1 AGM. ccccccce § TE 

“ Neo. 10, 18 tm.cr.cce 8 9 


“* No. 14, 16 in....... 6 25 
* Me. 9 Agst.ccccccee 13 @ 
= -4DS Ee. cccccocese OH 
- Fe G ccceccosce 13 10 
LIFTERS. 
Stove Cover. 
Coppered . -per gro. $3 “oF 50 
Alaska .... 8 00 
Alaska .... ™ 10 00 
Transom, 
Payson’s ...... ineheteneres 55% 
LINES. 
Clothes. 
60-ft. Jute......per doz. $0 95 
60-ft. Sisal ...... 9 40 
60-ft. Cotton..... ws! 15 
60-ft. Braided Cot- 
BOM ccccccccece 25 


LINING, STOVE. 


OO. coccessie ++-per crate 42c 


LOCKS 


Barn Door. 
No. 60 Stearns...per doz. $12 00 
No. 80 pede ™ 24 00 
MACHINES. 
Riveting. 
Stearns No. 1...per doz, $16 00 
Tenoning. 
No, 50 Peace’s Spoke, each $16 00 
MAIL BOXES. 


See Boxes. 


MALLETS. 
Carpenters’, 
Fibre Head, No. 2 per doz. $16 50 
a No. 3 = 19 60 
= No. 4 = 28 50 


Round Hickory 
eveeeee-per doz. $3 00— 5 00 


Round Lig- 


numvitae.. “ 6 25—10 50 
Square Hickory “ 3 50— 5 50 
Square Lig- 

numvitae.. “ 8 00—12 00 


Tinners’. 


Hickory .........per doz. $2 25 


MATS, 
Door. 


National Rigid ....... 5&10&5% 
Acme Steel Flexible.......50% 


Stove. 
Be. BvcccccesccocOP om. Nets 
BNO. Levcccesecsccces “s 


No. 1 Asbestos Toasters or 
wire-covered Stove Mats, 
with handle....per doz. 1 10 


No. 2 Asbestos Toasters, 
with ring......per doz. 60 


Plumbse .ecccccce eccccececes 


MAULS. 


Wood Choppers’. 
Lake Superior & Oregon 
pat. 


MEASURES. 


Galvanized, doz. 
Japanned, doz. ...... 


MILLS, COFFEE. 


Enterprise -16%% 
Parker .ccoccccccsccs eee  50&5R 
AFCA cccccccccccccccsers 40-10% 


eee eee eee eeee 


MITRE BOXES. 
See Boxes, 


MOPS. 


Cotton, Star (Cut Ends). 


Pounds 12’ 15’ 18’ 24’-3 oz. 
Per doz. $4 50 5 65 6 75 9 00 





NAILS 
Cb Bhash. ccccccccccvccccccecs $4 45 
Cut Irom ....... $eaeneeeease 4 45 
Wire. 

COMMON coccccccscccccess 4 45 
Cement Coated, 

Small Lets ..ccscccccccess 4 20 
Horseshoe. 

AUBADIO ccccccccscoscoes 55&5% 

Capewell .cccccccsccess ++ e1lb% 

Perfect .ccqeccccccccccecs 55&5% 

PUCRAM « ccccccccccccces 20&5% 

BOER cccecodccscccacnccee 30&5% 
Picture. 

Brass Heads .......sseeeees 25% 
Asse paeenteas bus -. -50&5% 
Furniture ......... List plus 15% 

NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 


NETTING, POULTRY. 


Galvanized before weaving...50% 
Galvanized after weaving....40% 


NIPPERS. 


End Cutting. 


Berg’s (Swedish) In. 5 6 
Per dozen ........ $12 60 15 20 


End and Diagonal Cutting. 


Berg’s (Swedish) In, 56 6 
Per dozen ..... --$10 05 13 00 


Hoof. 


Welber’S cc cccccccccces - -40&10% 
Vv. & B., No. 52, each....$2 26 


NOZZLES. 

Hose, 
Meglio ..cccccsses per doz. $9 50 
Diamond * 6 765 


NUTS, HOT PRESSED. 


Squar Tapped. 
$1 85 off per 100 Ibs. 


Hexagon Tapped. 
$1.85 off per 100 Ibs. 


OILERS. 
Chase Pattern. 
Brass and Copper.......«++- 10% 
BERS . ccceseneseuceusnennees 20% 
Railroad. 
Coppered ....eeececcceees 33% % 
Steel. 
Copper Plated ......-- 50-10-5% 
OPENERS. 
Box. 
See Box Chisels. 
Can, 
Delmonico ....++- per doz. $1 30 
Never Slip.....+.--- 65 
Crate. 

V. & B......per doz. $7 25-11 00 
OUTFITS, COBBLING. 
Combination .....per doz. $16 00 
Economy ...-- peee 7 8 560 
Family ...cessees- ° 14 50 
PAILS. 

Cream. 
without gauge 
7 ee _per- doz. $9 60 
ithout gauge, 
“at, wit oe doz. 11 00 
ae auge, 
ee Seeeues On per doz. 11 756 
“ da $4 00 
-qt., Tin.....per doz. 
Se FR ron 
Stock. 
Galv. qts. 16 18 20 
Per doz. $9 16 1075 1275 1450 
Water. . i" 
lvanized qts. 10 1 
Sor Gon. saneeee $575 650 725 
Wood. 


Cable, 2-Hoop.....per doz. Nets 
Cable, 3-Hoop..... a Nets 
Cedar, 3-Hoop, brass Nets 











PARERS. 
Apple. 
Goodell’s ..... --per doz. $10 80 
Turntable ..... ed 11 40 
White Mountain - 8 40 
Reading No, 78 sad 11 40 
Potato. 
Goodell’s Saratoga, om 
is GOR ceccvesescsece - 6 60 
Goodell’s “Baraioga, 6 in., 
GOB. coccccccccccccocecs . & 50 
PICKS, 
Adze Bye Ore...... ceceeee 38% 
Drifting and Poll Picks... ) 
Plumbs, Railroad ....... %o 
WUFEROO cccccccccccceccsces Io 
PINCERS. 
Carpenters’, cast steel, 
Be. cececd 8 10 12 
Each ..$0 63 -80 105 ? 4 
Blacksmiths’, No. 10 . 
Heller's ...ccecees List ‘plus ion 
PINS. 
Clothes. 


Common, per box of 5 gro, $0 96 
Picket. 


Fluter, 16-in..... per doz. $1 10 

Fluted, 2l-in..... ” 1 60 

BPEL 3 cccscccces a 1 90 

PIPE. 
Conductor. 

Plain Round and Round Corru- 
gated. 

BO GOMMO coccccccccccccces 50% 

28 7  pcenvesudenenael 40% 

26 ~  . -eebeneceneeene ~-30% 

24 Oe @abeneoeseeeeéen List 

Square Corrugated A and B and 
Octagon. 

BO GOUMe ceocccccccs csccccesGO® 

28 - soe ° 

26 o 

24 if) 





Galvanized Toncan Metal, Genu- 
ine O. H. Iron, Lyonore Metal, 


Charcoal Iton and Keystone 
Cc B. 
Plain Round and Round Corru- 
gated. 
BB GOUBS ccccececcecccece ~-40% 
26 ” scabeeesedesoncned 30% 
24 = bh Chnheneeenern List 


Square Corrugated A and B Pol- 
ygon and Octagon. 


SB GAUSS cccccccccccccces 385% 
26 = Kebebeedeunees ~-25% 
24 S . gagueedeecnconns List 
14 and 16-oz. Copper. all de- 

GMMR ccccccecsseses cccccccnae 


Portico Elbows. 
Galvanized and Terne Steel. 


BD ROR coccccceccccesececs 5% 
MABE cccccccccececeeess 35% 
DER<OMEM 3c cccccccccccsccess 35% 
BS BME cocccecccovesecess 25% 


Discounts on Round apply on 
sizes 2-inch to 6-inch, inclusve. 

Freight allowed on 15 dozen or 
more, to all points where 
freight rate does not exceed 
$1.00 per 100 Ibs. Less than 
15 dozen F. O. B. Factory. 

Terms 30 days net, 2% ten days. 

Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not Nested ........- 
Nested solid ......eseeee0s 
Stove 
29 Gauge, 83-inch 
4-inch.. 

a 5-inch... 

- 6-inch.. 

7-inch 


T-Joint Made up. 
6-inch 





PANS. || = | Grimch ««ssseees 
Net Furnace Pipe. 

Dripping ...----+eeeseereee . Ne Double Wall Pipe and Fit- 
Fry.  — J CHIME cece cece ernccee wee 15H 
Common ...«++-+. cove eee Nets acum Wall Pipe, Round 
ACME ..seeeee seeeeeee Pipe Fittings ..... eccccecke® 

Galvanized and Black Iron 
Roasting. Pipe, Shoes, etc....... . 10% 
Paxton, 
Mes. core 3 2 3 hots 
Per OZ, ..cccscccevssccces e 
Neverburn oaaapomsscnsne® ag - PLANES. 
Savory, No. ” Stanley Iron Bench.......... Net 
PAPER. 
rT per square PLATE, TIN. 
Major, 1 “ply eeeeees eeeeeeee 4 “ee Metals in Column 1, 
PE Bisetesoens | 

Red Etc eced per ton “gill 45 PLIERS. 

Sand and Emery. ?. d& B.NO.6 ......++..,000h @ 64 
No. 1, per ream, best grade $5 40 ee 0 67 
No. 1, per ream, cheaper “ —_ Double Duty 106.... 0 | 

STAGE ..ceeeecees senasce. & OS = Wee Be Bicscsnvcve Oe 
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Lineman’s Side Cutting. 
Berg’s 
(Swedish). In. 6 7 8 
Bik. Pol. Face, 
_ doz. ....-- $1670 2000 2335 


Leng Nose Side Cutting. 
Berg’s (Swedish) In. 5 6 
Blk, Pol. Face, doz. $12 25 15 20 


Flat and Round Nese. 
Berg’s (Swedish) 
Fiat, In. 4 6 8 
Blk.Pol. Face. 
Doz ..... $890 1335 19 65 
Berg’s (Swedish) 
Round. In. a 6 8 
Blk. Pol. Face. 
Doz. ..... $1115 1630 2335 


PLUMBS AND LEVELS. 
See Levels. 


POINTERS, SPOKE. 
Stearns’ No. 1....per doz. $10 00 


” MO Beeec me 12 00 
POKERS, STOVE. 
ss oun, oa or aa 
$eesosenesenene doz. $0 75 


Nickel Plated, coil heats - 110 


POLISH. 
Metal. 


Wizard, 6 -oz.. per gross $21 00 
“4 %-pt.. “ “24 00 


” %-gal. “ “ 12 00 

” ; ——- * ee 
Stove. Per gross 
Black Eagle Paste 5 -oz, $19 20 

” na “ %-lb. 21 60 
Black Eagle Liquid, 6-oz. 

BaF OEE ccceceoce ecoee 16 20 
Black Kid Paste, 5-oz. 

DEP GOSS ceccccccces «eee 19 20 
Black Kid Paste, %-Ib... 21 60 
Black Jack a %-pt. 

Oar WN s.ctcneesonsee 16 20 


Black Kid Liquid, %-pt.. 24 00 


Black Jack Paste, No. 10 
ee. ee Sdcdsseidesene 16 20 


POWDER. 

See Ammunition. 
PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co. 25% 

PRIMERS. 

See Ammunition. 


PRUNERS. 


Disston’s Pole....per doz. $18 00 
Water’s Improved..per doz. 60% 


PULLERS. 

Cork. 

ET nt cnsoende ---each $3 10 

eer ue” 1 40 

Quick and Easy...... “ 2 70 
Nail. 

rr ---per doz. $14 60 

Never-Slip ..... = 17 00 

PULLEYS. 

Awning—Jap’d ..... were: 
Gets BONO cc cccccacéscves +-10% 
Way Fork. 

Iron Wheel, 5-in..per doz. $2 50 

Wood Wheel, 6-in. “ 2 65 

Wood Wheel, 6-in., 

pass knot ...... <3 3 00 

Sash. 

COUMMON. cccicccves hicneee --Net 

Common-Sense, 2-in. ...... Net 

Empire Pattern, 2-in.......Net 

PEE cde deccccédevcccceseoue 

BORNE: ceccsscuse wbunaed ovce cheat 


Spray. 
Midget Junior....per doz. $3 75 
New Misty ....... - 6 00 
Crescent .ccccccce = 6 50 


PUNCHES. 


Conductors. 
No. 22 ......-.+-per doz. $3 00 
Machine ...........-per Ib. 25 


Saddlers’. 
Common,..per doz. 1 50 to 5 00 


Revolving Spring. 
Stearns, No, 10. voaed doz. es 00 
No. 40. 


6 00 
™ No. 60... = 


i3 00 
PUTTY. 
Strictly pure..per 100 lbs. $6 00 


Barn Door. 

Matchless, l-in......... savce OO 

Matchless, 1%-in........-. sce WO 

Storm King ...... esccece coe SC 
Sliding Door. 

Bronzed wrought iron, 

cocccceoe cece --per ft. 8%c 
RAKES. . 

Garden. Per doz. 


Steel, Bow, 12-in. Teeth $8 50 
Steel, Bow, 14-inch 2 9 25 
Malleable Iron, 12-in. “ 4 75 


Malleable Iron, 14-in. “ 5 00 
Hay. 
Wood, 10 Teeth........... $4 00 
Lawn, — 
20 Teeth ..........per doz. 5 50 
RASPS—See Files. 
RAZORS—SAFETY. 
EMSRER cccccccsccs aes doz. $45 00 
Auto woeted ecccee 45 00 
Gem .... ee 8 40 
Gem (3 doz. “jots) oe - 8 00 
Ever Ready ....... - 8 40 
Ever Ready (3 doz. lots)“ 8 00 


RAZOR STROPS 
Star (Honing) ...ccccccccces 50% 


REGISTERS. 


Cast Iron ...... neeseecte 
Steel and Semi- Steel. cesee -+--10% 
Solid Brass or Bronze Metal 

ev cedesad prices on application 
Basebeara .ccccccscoccccccece 10 
Adjustable Ceiling Ventilators 10% 


REGISTER FACES. 
Japanned, Bronzed and Plated. 


4x6 20 14E14.. cccsccvcceses 10% 
14x14 to 38x42........ 00001 25% 
REVOLVERS. 
Iver Johnson Safety Automatic 
TEAUAIRGP ccccceccecoes New Nets 
Hammerless .....:++-+- ° = 


I, J. Model 1900........ = 


RINGS AND RINGERS, 


Bull. 
COPPEP ..cccccccee ..2%-in. 3-in. 
ee GOR, csccieuces $2 40 $2 65 


Rea’s Improved Self- 
Piercing copper, 


seéeeees - doz. 3 40 
Steel, per “doz neneae 1 50 1 80 
Hog. 
Blair’s Rings..... per doz. $ 75 
Blair’s Ringers. . Hg 10 
Brown’s Ringers.. - 72 
Brown’s Ringers 1 00 
Hill’s Ringers... = 1 00 
HiWN’s Ring, boxes “y 72 
Major Rings.... i 60 
Perfect Ringers - 1 50 
Wolverine Rings va 1 65 
Wolverine Ringers _ 1 10 
Fruit Jar. 
White ..............per Ib. 30 
Key. 
Split, round ......per doz. $0 17 
Split, square...... - 32 
Ball, round ...... - 40 
RIVETS. 
Copper Belt Add 15% to list 
Coppered Iron ........ 0202 -30% 
TIBROTT ccccce Cecececoesees 30% 
ee pe r lb. $0 17 
Slotted Clinch. . -Per doz, 60@1 10 
bular, 
Nos. 1 and 2 assorted sizes, 
GO Bm BOR ccccvcceces doz. 75c 
Nos. 1 and 2 assorted sizes, 
10 fm BOB ccccccccess doz. 1 40 
RIVET SETS. 
See Sets. 
ROPE. 
Cotton. 
a = 16 in. Com. on — 
geeceeenseces 5c 
xe * 16 ‘in. ‘Com. in colls, | 
BR cccccccccescccoce ctl 
cieak 
ee MD .cdvcscscaences 18%c 
No, b0eneeceseeons oveeeel Tec 


Pure Manila. 
ist Quality, base per Ib. 28%c 





Hardware Grade...per Ib. 27%c 


. SAWS. 
Band. 


Disston’s 2-in. to 18-in. 10&5% 
\%-in to 1%-in...20&10% 


Butchers’. 

Disston’s No. 2, 14-in..... 18 20 
No. 2, 18-in..... 19 60 

A No. 2, 22-in..... 20 86 

25 No. 7, 16-in..... 20 00 

“ No. 7, 20-in..... 21 35 

= No. 7, 24-in..... 23 36 

en No. 7, 28-in..... 26 00 


Compass. 
Disston’ s No. 20 Jackson.. 4 
No, 40 Sampson 2 
- No. 277, 10-in.. 6 70 
- No. 9, 10-in.... 7 


Cross-Cut. 

Disston’s No. 289, 4-ft.... 3 50 
” No. 289, 6-ft.... 6 85 
" No. 289, 8-ft.... 11 85 


Flooring. 
Disston’s D19, 16-in....... 27 16 
” D19, 20-in....... 34 36 


Hand and Rip. 

Disston’s No, 7, 380-in.... 38 60 
- No, 7, 32-in.... 42 90 
“ee No. 8 16-in.... 21 35 
7 No, 8, 20-m.... 235 15 
wed No. 8, 24-in.... 29 60 


2 No. 8, 28-in.... 35 45 

No. 8, 30-in.... 39 90 

Keystone ........+..+.-New Nets 

Keyhole. 

Disston’ OBA. Becceccce sos &@ 

BA. Wecvceesece 4 00 

a WG. Gheccceccesesrn 8 
Miter Box. 


Disston’s No. 4, 4x20-in... 36 15 
te No, 4, 5x22-in... 43 25 
” No. 4, 6x22-in... 47 20 


Patternmakers’. 
Disston’s 7%4-in.........-. 12 05 


Pruning. 
Disston’s No. 20.......... 20 80 


Stairbuilders’. 
Disston’s 6-in. .......... 7 90 


Wood. 

Disston’s No. 111, 30-in... 22 20 
- No. 111, 32-in... 22 75 
" No. 47, 30-in.... 20 25 


SAW FRAMES. 


Common, plain....per doz. $1 50 


Common, painted... ” 210 
SCISSORS. 
BAOP cccccccescess $0eeseeseses 60% 
SCOOPS 
Hubbard Western Pattern Riveted. 
Size... A B Cc D 


1 ..$16 75 16 00 15 25 14 45 
4 .. 1785 1710 16 35 15 60 
6 .. 18 65 17 85 1710 16 35 


SCRAPERS. 
Box. 
Triangular, No, 6 per doz. $6 25 
Road. 
Cuble ft. ccs 7 5 3 


With runners, ea. $700 6 50 6 20 


SCREEN DOOR HINGES. 


Caomt WOR <cccces --gross $13 00 
re twave °™ 9 60 
SCREWS. 
Bench. 


Iron,ins. 1 1% 1 1% 
$682 $787 945 1680 





Wood, white maple, per doz. 6 00 
Hand—wWood ...... socetcccoeee 
Mame Be .ciccccccedccveccdt® 
eee 20+ + ee B0% 
Lag or Coach—all sizes, ~~ 

EEE dnasnescenen cans 45-50% 
Saw—Centennial, 

BPGB, ccoccee 8 2 3 4 

Per doz.....47¢ 55¢ Tic 90c 
Wood. 

F. H. Bright........ - -67%-20% 

F, H. Blued............65-20% 

BP. HE. Jag 4. coceccccccecOe-BG 

BD. TE, BiG ccccse . + -574%4-20% 

R. H. Brass..........85%-20% 

SCYTHES. 
Clipper, Grass ...per doz. $13 50 


Honest Dutchman... “ 13 00 


- No. 47, 32-in.... 20 80 


Nall SETS. 
Square head...... doz. 1 84 
Cup point, ES - 1 78 
Rivet. 
Farmers’ ........per dez. 2 60 
Tinners’ Bob cccscceccce occe f 
CO. cavcccccsecses OW 
Saw. 
Aiken’s Pattern. .per doz. $¢ 50 
Disston’s Monarch 7 20 
Disston’s X-cut... - 13 60 
EGGGNO. occacceces “ 80 


Nash’s Hand ..... 4 3 
Nash’s X-cut .... ™ 4 
Stillman’s Lever... pe 1 30 
Stillman’s X-cut .. 2 
Whiting Pattern, 

WG, Bhccceccesec = 7 
Eccentric Anvil, 

Hand No, 896, 

N. P. Morrill Pat- 

O cceuseccace .” 14 50 


SHARPENERS, SKATE. 


Diamond ..........per doz. $1 60 
DERE. acccaccoescasseiecsce OB Oe 


SHEARS. 
Per Doz. 
Nickel Plated, Straight, 6” $12 90 
o oy of 7” 14 85 
Ty ao ci] 8” 16 30 


Japanned, Straight .... 6” 11 00 
7 ne owt 2a 
> ” coos OC Oe 


Tinners’—See Snips. 

SHEAVES, SLIDING DOOR. 
Common. 

Inches ......- 3 + 5 

Per set....... $140 175 2 40 
Hatfield’s. 


Per set $1 86 210 2 75 25 
SHELLS—See Ammunition. 


SHELLERS, CORN 
..per dog. $6 75 


SHIELDS. 


Expansion Bolt Shields......60% 
Shoes. 
PE... caceeieteanaiadge 60% 


SHOT—See Ammunition. 


SHOVELS AND SPADES. 


Coal. 
Hubbard’s 
No. A B Cc D 
1 $16 00 1610 1445 1370 
2 1635 1560 1485 1410 
3 1675 1600 1626 14 45 
4 1710 1635 1660 14 85 
Post Drain & Ditching. 
Hubbard’s 
BEBO cocces A B 
14” .....$17 15 16 40 15 65 
ree 17 50 16 75 16 00 
| —eree & ma se me F 
20” - 18 20 1745 16 70 
me “esee 18 55 17 80 17 06 
Snow. 
Hubbard Special, 
Long Handle .......... $10 00 
D—Handle ......+.e-+- 11 00 


Sidewalk Scraper...... 6 50 


Alaska Steel 
D-BEBMEIS .ccccccves per doz. $3 60 
Long Handle .... ™ 3 00 


SINKS. 


Cast Iron. 
Painted, 16x24... N 
Enameled, White, 16x24... “ 


Wrought Steel. 
Painted, 16x24 ........... — 


SLEDGES—See Hammers. 


SNAPS, HARNESS. 
Covered Spring....... ad 30% 
Judd’s peteese Add 33 i- ‘te to list 

SNATHS, 
Double Ring, Bush. .per doz. oe 75 
Patent Loop, Bush. 0 00 
Patent Loop, Grass.. - % 75 
SNIPS, TINNERS’. 


Clover Leaf........+.+.+--40&10% 
DE vswsrcesteterée ---40&10% 
DE ccvepsvcenses 060% 6ee 002 250% 


B.co0c 8 8 6 6 6 79 
Per doz..55c 60c 65¢ Tic 90c 100 


Reliance. 
ht Medium Heavy 





hig 
Per doz,...$1 65 2 10 8 20 
Torrey’s .........-perdoz. 1 66 


iii i 
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SPRINKLERS, LAWN. 
Stearn’s No. 1....per doz. $11 60 


SQUARES, 

Steel and Iron......Nets new list 
(Add for bluing, $3.00 per doz. net) 
BO ccacenveces eee cceccoccccccece 
GI cans cchasesioss decd 
Try and Miter....... 6naneeeeenian 
ere .-per doz. : 00 
Winterbottom’s .........+.++. 10% 


SQUEEZERS, LEMON. 


Common Wood ..... per doz. $0 70 
Porcelain Lined,Wood “ 1 26 
Boss, malleable iron “ 1 20 
Iron frame, porc’n 

BONS sade cnawesees “3 1 90 
Iron frame, glass 

Dems coccoscecs ” 2 35 
Little Giant, tin’a 

ee = 4 00 
Drum, japanned..... “ 3 60 
Drum, nickel plated “ 4 50 

STAPLES. 
Blind, 

Perr rere per Ib. 21@22c 
Butter, Tub........ ™ 16@19c 
Fence— 

Polished ...... mal 100 lbs. ¥ 4 

Galvanized ... 

Netting. 

Galvanized......per100 lbs. 6 50 

Wrought. 


Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 


Staples, and Hooks and 
BLASISD cccccccee e+e + -50&10% 
Batra ROBVY cccccccccccsces 35% 
STEELYARD. 
Discount 25%. 
STONES. 
Axe. 
Hindostan ..... per lb. New Nets 
More Grit....... - = 
Washita ....... ” ” 
Emery. 


No. 126........per doz. New Nets 


Oil— Mounted. 


Arkansas sane 
No. 7. .per doz. New Nets 

Arkansas " Soft.. = * 

Washita No. 


TAT ccccceccee 
Oil—Unmounted. 


Arkansas paw. .per Ib. New Nets 
Arkansas Soft. - 


Lily White..... - = 

Queer Creek.... - - 

WE: <ccwse - = 
Scythe. 


Black Diamond per gro. New Nets 
Crescent 1 
Green Mountain 


seen 
“ 


LaMoille ...... 
Extra Quinne- 
BOE srcccsnce msg - 
Red End ..... o ” 
STOPS, BENCH. 
~ ®.. Morrill pat- 

PEE Per per doz. $11 00 
No. ii Stearns pat- 

Kash tntcee eae ¥ 10 00 
— 15 Smith pattern = 7 00 

STOPPERS, FLUE. 
COMMON ..cccoccces per doz. $1 10 
Gem, flat, No. 3.... Ad 1 00 
Gate, TR Beiccscces ” 1 10 


STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 
STOVE POLISH—See Polish. 


STRAPS. 
errr ..per doz. 85c&1 20 
STRETCHERS. 

Bullard’s ....... -Per : doz. $3 90 
Excelsior ......... 6 25 
Malleable Iron.. sed 70 
Perfection .......- = 6 30 
MB ccéccccecesee ” 4 60 


Wire. 
Oo. S. Elwood, No. : per doz. Nets 
oO. 8. Elwood, Ne. 
SWIVELS 
Malleable Iron.......perlb. $0 10 
Wrought Steel.......pergro. 4 50 
TACKS. 
Bill pager ¢- 6-oz., 25 Ib, boxes. 


per 1... dancakicniins MOR 
Upholsterers’ “6-02, 26-Te. 





boxes, per Ib 15%c 


eee eee ween ee 





TAPES, MEASURING. 


Asses’ Skin............-List&40% 

THERMOMETERS. 

Tin Case......per doz. 80c@§$ 1 25 

Wood Back... “ $2 00@ 12 00 

BIASES ccccccces @ 12 00 

TIES. 
Bale. 
—— Lonp, carload 
$98 ba0G50. 600000008 75&7% 
aes Loop, less than 

7. eee eer 70&15% 

Cow—See “Chains.” 

TOOLS, SAW. 
Disston’s Universal ..,....... 10% 
TRAPS. 

Game with Chains, Per doz. 
Weer Gee Re csandcndaces ee 01 
Oneida Jump No. it 2 75 
Newhouse No, 1.......+.- 5 62 

Mouse and Rat. Net per gross 
Out O’Sight Mouse...... -$8 00 

MS ccvcee - 15 00 

- pe Mole ...... 100 00 
No. 44 Pocket Gopher.... 20 00 
Victor Mouse ........ ece 2 60 
Hold Fast Mouse......... 2 60 
VESeee TMS cccccccccsecce 11 00 
Dt: Bee Dee ssesceees 11 00 
Se” ere 13 60 
Wood Choker Mouse, + 

MONOD ccceces 500 00s6s 0" 11 00 

TROWELS. 

Brick. 

Clover Leaf ...... oecenseese 30% 
TE waaendannseceeuc’s 15&5% 

BERSCOMO cccccccescccceses 30% 
gg ETT TTTTET TILT TTL TT Te Net 

Plasterers’. 

CeOwer Tse. .ccccceccveces 40% 

Disston’s ......... pecccocenr 25% 

Ws & Bee ceseccsccsssccs Net 
TRUCKS. 

BO ccccevccccecosccens each $3 75 

Warehouse or store, 

WG, 2, GRERscccccecdvecss $24 50 
No. 2, ~~ gt eucenueseus 22 50 
TUBS, WASH. 
Standard, — Ex. 
ee 2 large 
Per doz. $3 50 11 25 13 75 15 50 

Galvanized. 

TA. ccenses 2 3 
Per doz. -13 is 15 95 18 60 
TWINE. 

-ply Cotton Wrapping. esecee $ .85 

4 le een 

4 “ Extra Wrapping 

4 ye “ Hvy. Wrapping 

4 es * Wrapping on tubes 

3 cones..... 

4 oe ity ci) nn 

India yaaa %-Ib, balls, 

No. cocccccoccccccoccescsR® 
No. r geOeeesenes< ceccccces 35c 
WO, B cocceccecccese oe eeeee38C 
Be. GD wcecccdsons tsneenes 

2-ply Jute, 1%-lb. balls, Ib..49c 

Seins. 

Soft......per Dees eeeeeeee Net 
Bee. escae © caconeese ” 
Hard . " ya 
Staging, %- -Ib. ball, ‘size “1 " 

o Ty o . cil 
Bagging, %-lb. ball, size “ 
3-ply “BY in hanks...... “ 

= oii “B" ity it] 
ae a Aieeee 
3- “ Silver Finish in hanks “ 


Fodder or Lath. : 
180 strand ..cccccccccccces 


VISES. 


No. 700, Hana,” 
Inches ..... 4% 5 5% 
eoseee$1l 15 13 00 14 85 


Doz 
No. 
Doz. 


No. 


Noiseless Saw...per doz, 


No, 


701. 
1, Genuine Wentworth, 
2, Genuine Wentworth, 


n. i 
cocee -$11 15 13 00 16 70 
15 00 


Noiseless Saw...per doz. 22 50 


No. 


Noiseless Saw...per doz. 


No. 


8, Genuine Wentworth, 
600, All Steel Folding 


Saw ......+++++.-per doz. 16 00 


















AR ’ 
a—tie. “™ | ADVERTISERS’ INDEX 
Teams cece’ -»--Add 15% to list | The dash (—) indicates that the adver- 
Wnameled .....00ccccccces 80% tisement does not appear in this issue. 
Abbott Mig. Co............ eeecece 59 
WASH BOARDS—See Boards. | {202 bracket and Outlet Co........ — 
—— Sheet & Tin Plate Co..... 58 
merican Zinc Products Co......... 57 
WASHERS. American Steel & Wire Co.......... 66 
Standard O. G. cast iron, per | Auto Wheel or aaa 63 
eee ©! Basman Co., Inc., A.M..........+. uae 
Wrought steel in 5-lb, boxes, Bemis & Cali Hdw & Tool Co. 64 
per Ib.: Berger Brothers Co.......0..-ss00% 58 
Ir a... Eee eee _ 
ws SS | Pe 1 er... 60 
Black Silk Stove Polish Co......... 13 
% % % 1 Bridge & Beach Mfg. Co............ = 
1l%e lle lle Ile Brier Hill Steel Co...........-.00+: 56 
— GGA oc chee c00000 67 
urgess Soldering Furnace Co....... _ 
WEDGES. NS SF epeeener hers _ 
Oe _ 
BE coccccccvesecses per doz. Nets/ Central Heating Supply Co......... _ 
SD s0seeeecene ..per Ib. Nets/|Central Stove & Furnace Repair Co.. 12 
Chatsworth Mfg. Co...........s65. 64 
GOW ccrccrscesvoccers per Ib. 8% |ciark-Smith HardwareGo.......... 1-58 
Clayton & Lambert Mig Co........ 59 
Cleveland Castings & Pattern Co.... 15 
Calf WEANERS. Cleveland Engineering Institute... .. 9 
7 HENGE: ccesecdeacescosecs 64 
Fuller’s, per doz. $2 00 to $2 50/ Coleman, Allan J............00000+ _ 
Tyler’s ane, Len ; Ss Foundry Co........... _ 
GOB. cocece «++++ 1 85 to 2 40|Cope-Swift Di stascsaseousseace = 
Carroll’s, per aca, 300 to 3 75 Corbin Berew Corporation steeeeees 4 
Hoosier, per doz.. 3 50 to 4 60|/Curtman Mfg. Co., F.L............ 54 
Shaw Perfected.. 3 00 to 3 75 Danville Stove & Mig. it tccamens 6 
Detroit Vapor Stove Co............ _ 
Dieckmann Co., Ferdinand......... _— 
WEIGHTS. Diener Mig. Co.,Geo W............ 59 
Disston & Sons Henry ............. 62 
Hitching ‘eee’ +eeees-per Ib. Nets pemitee Asbestos & Rubber Corp.. B 
"'Sash—f. 0, b. Chicago. Dreis ‘& Krump site. ¢ aren raneeses a 
Ton lots, per ton......... $73 00) Enterprise Mfg. Co. of Pa.......... 66 
Smaller lots, per ton..... 75 00 | Arar * pptebdatoeeepbeos: is 
sores edie. Voshard bay “ pass. iedeesaves _ 
— WOTTTTTTT TTT 59 
WHEEL BARROWS.  _ |Gerock Bros Mfg.Co.............. 58 
_ |Globe Stove & Seer _ 
No. 4 Tubular Steel......@$10 25 ee A see eeeeeeeees $ 
Common Tray or Stave Harrington & King Perforating Co.: 59 
TE o00eentoeeuves cores @ 65 00| Hart & Cooley Co.............605. il 
Angle leg, garden.......@ 8 00 — ae seithdis tine 3 
ty i Ci 10660600es00s600 _ 
HOM HOO. nae eee eee eees 60 
WHEELS. Geary yeranes é Dae Ge evcsecese 3 
sey dae Ay pode SOnOeReCeEOESO ? 
Carborundum ............... 50% | Hess-Snyder Co. atest sass sseeesess 
Home Beautiful Exposition......... 63 
SE cc cedccveeccneanese ++ +6€0% | Hones, Inc., A 
Well, Ins...... 8 10 12 | Howes wes Co.. 8. aM 
Per doz....... $5 50 7 25 “8 60|funcin Mie Oe “ 
12-in. heavy hoisting, Jay ~ seeeh near & ate. Co..... He 
eoeseceseseceseesee 0 
BOP GOR coscccesvceess $25 00 ~ tional 1 adiaior Co. epee gen: 54 
WIRE. Johnson's bros. Go & Cycle Works, Iver. ba 
Brass. 15 
DR GUD ccvdcccesvcessenece Nets | L# mt 
In 1-lb. spools, new list...Nets f 
Broom—Tinned..........+.. Nets 
Cable—Same Price as Barbed Wire 
Copper. 
Em GOED ccccccccvccsoccees Nets a 
1-lb. spools, new list...... Nets 


Fence—Smooth. An’eald Galv’d 


Nos. 6 to 9, less than 
car, per 100 Ibs, $4 35 $4 95 


Hair—New list.......... 40 & 10% 
Picture—In coils. .80% @80 & 10% 
In 5-lb. spools....per Ib.....26¢ 


WRENCHES. 
Coes Steel Handle, 2y- _ 50% 
Li La Lhd 10- ci) *"" "30 
Ty iJ o 12- ct} oie 30% 
Coes Knife-Handle, 6- “ ....30% 
oe ci i g- 7 «+ -80% 
o - on 10-.% ....30 
iil ch) o 12- ity <ateeal 0 


Coes All Patterns........ 

Bemis & Call's: 
Adjustable S, 10%; Adjustablo 
S Pipe, 10%; Briggs’ 


BOARS 0000050000800 ++ 22-80% 
Combination Bright ......25% 
Steel Handle Nut.......... 30% 


Combination Black .....25&5% 
Merrick Pattern ..........30% 
Knife Handle Pattern, 


No. 62, Screw Wrench, List 
PIUB ccccescccccevccececs 


No. 60, Steel Handle...... 


WRINGERS. 


No. 790, Guarantee, per doz. $66 00 
No. 770, Bicycle... . 64 00 
No. 310, Kingston.. ae 59 00 
No. 110 Brighton.. te 57 00 
No. 2 Old Reliable = 40 60 
No. 740, Bicycle... - 64 00 
No, 22, Pioneer.... - 50. 00 
No. XGG Guarantee “3 139 5012, 











I = ts t= 


Cr pies iat) oe 


a ete oe 2. 
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CLASSIFIED INDEX 


A ri Aut biles 
Curfman Mfg. Co., F. L., 
Maryville, Mo. 
International Radiator Co., 
Chicago, IIl. 
Richards-Wilcox Mfg Co., 
Aurora, Illinois 


Asbestos Sheets. 


Manny Heating Supply Co., 
Chicago, III. 





Auto Radiators 


International Radiator Co., 
Chicago, Ill. 


Bail Ties. 
American Steel & Wire Co., 


Chicago, Ill. 
Pittsburgh Steel Co., 
Pittsburgh, Pa 


Bearings—Damper. 


Parker Supply Co., 
New York, N. Y. 


Bicycles. 


Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 


Bolts and Nuts. 


Corbin Screw Corporation, 
New Britain, Conn. 
Ryerson & Son, Jos. T., 
Chicago, Til. 


Bolts—Stove 


Kirk-Latty Mfg. Co. 
Cleveland, Ohio 


Brackets 


Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Brakes—Bicycles. 


Corbin Screw Corporation, 
New Britain, Conn. 


Brakes—Cornice, 


Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Til. 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 

Pittsburgh, Pa. 

Merchant & Evans Co., 
Philadelphia, Pa. 


Builders Hardware, 
Bullard & Gormley, Chicago, III. 


Castings—Malleable 


Fanner Mfg. -Co., 
Cleveland, Ohio 


Ceilings—Metal. 


Burton Co., W. J., Detroit, Mich. 
Friedley-Vosbardt Co., 
Chicago, Til. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chain—Fornace. 
Corbin Screw Corporation, 
New Britain, Conn. 


Chain—sash. 


Parker Supply Co., 
New York, N. Y. 


Chaplets 
Fanner Mfg. Co., 
Cleveland, Ohio 
Chisels. 
Vaughan & Bushnell Mfg. Co., 
Chicago, IIl. 
Cleansers—Hand. 
Nickel Plate Stove Polish Co., 
Chicago, Il 
Clips—Damper. 
Waterloo Register Co., 
Waterloo, Iowa 
Closet Cleaners 
Coleman, Allan J., 
Chicago, Iil. 
Coal Chutes 
Peerless Foundry Co., 
Indianapolis, Ind. 
Coasters. 
The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N. Y. 
Consumers—Gas and Soot. 
Z. T. Soot & Gas Consumer Co., 
Oshkosh, Wis. 
Cores—Radiator, 
Curfman Mfg. Co., 


F. L. 
Maryville, Mo.| Haynes-Langenberg > 
uis, 


Cornices. 
Burton Ca w. J. + Detroit, Mich. 
1 oshar 0., 

— . nee Til. 
kee Corrugating Co 
noes Milwaukee, Wis. 

Cribs and Bins. 
homas & Armstrong Mfg, C 
— London, Chie 
Cut-Offse—Rain Water. 
Sullivan-Geiger Co,, 
Indianapolis, Ind. 
Dampers—Hot Air. 
Howes Co., The S. M., 
Boston, Mass. 
Doors—Fire. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Dumb Waiters. 


Sedgwick Machine Works, 
New York, Y. 


Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., Philadelphia, Pa. 


Burton Co., The W. J., 

Detroit, Mich. 

Clark-Smith Hardware Co. 
Peoria, Ill. 


Milwaukee Cusuaetins Co., 
Milwaukee, Wis. 


Elbows and Shoes—Conductor 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Elevators—Hand and Power 
Kimball Bros. Co., 
Council Bluffs, Iowa 


Sedgwick Machine Works, 
New York, Y. 


Enamel—lIron. 
Black Silk Stove Polish Works, 
Sterling, Ill. 
Nickel Plate. Stove bwtish Co., 
Chicago, Ill. 


Heaters—School Room—Cont. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 


Heaters—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 
Bridge & Beach Mfg. Co., 
St. Louis, Mo. 
Cooperative Foundry Co., 
Rochester, New York 
Danville Stove & Mfg. Co. 
Danville, Pa. 
Farris Furnace Co., 
Springfield, Mass. 
Forest City Fdy. & Mfg. Co., 
Ceveland, Ohio 





Globe Stove & Range Co., 
Kokomo, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Hammond Heating Co., 
Cin cinnati, Ohio 


Henry Furnace & Fdy. Co., 
Govan, Ohio 


Hess-Snyder Co., Massillon, Ohio 
Magee Furnace Co., Boston, Mass. 
Mahoning Fdy. Co., 
Youngstown, Ohio 
Majestic Co., 
Huntington, Ind. 
Manny Heating Supply Co., 
Chi cago, Til. 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., 
Peoria, Ill 
Modern Way Furnace Co., 
Fort Wayne, Ind. 
Monroe Fdy. & Furnace Co., 
Monroe, Mich 
Peerless Foundry Co, 
Indianapolis, Ind. 
Premier Warm Air Heater Co., 
Dowagiac, Mich. 





Fence Gates. 


American Steel & Wire Co., 
Chicago, Til. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Fencing Wire. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Heller Bros. Co., 
Newark, N. J. 
Nicholson File Co., 
Providence, Rhode Island 


Flux—Aluminum 
Roesch, Geo. E., Aurora, IIl. 


Freezers—Ice Cream. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Furnace Rings. 


Independent Reg. & Mfg 
Stemtne “Ohio 

Walworth Run Fdy_ Co., 

Cleveland, Ohio 


Grindstones 
Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


Guards—Fire. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Hammers. 


Stanley Rule & Level Plant, 
New Britain. Conn. 

Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 
Berger Bros. Co. 
Philadelphia, Pa. 
Hangers—Door 


Richards-Wilcox Mfg. Co., 
Aurora, IIl. 


Hangers—Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 


Heaters—School Room. 


Globe Stove & Range Co., 
Kokomo, Ind. 


Hammond Heating Co., 
Cincinnati, Ohio 





International Radiator Co., 
Chicago, Ill. 





Meyer Furnace Co., Peoria, I. 


Ry.bolt Heater Co., 
Ashland, Ohio 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio 


Schill Bros. Co., Crestilne, Ohio 


Schwab & Sons Co., R. J. 
Milwaukee Wis 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Tubular Heating & Ventilating 


Co., Philadelphia, Pa. 
XXth Century Heating & Venti- 
lating Co., Akron, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Wise Furnace Co., Akron, Ohio 
Holders—Flag Pole 


Enterprise Mfg. Co. of Pa 
Philadelphia, Pa 


Horse Shoes. 


American Steel & Wire Co., 
Chicago, I!! 


Humidifiers 


Haynes, Kansas City, Mo. 


Indoor Closet. 


Independent Reg. & Mfg: Co. 
Cleveland, Ohio 


Jobbers—Hardware, 


Bullard & Gormley Co., 

Chicago, Ill 

Clark-Smith Hardware Co., 
Peoria, II! 


Kitchen Utensils 


Lalance & Grosjean Mfg. Co., 
Chicago, IIl. 


Lamps—Gasoline 


Nat’l Stamping & Electric Works, 
Chicago, Ill. 


Lanterns—Gasoline 


Nat’l Stamping & Electric Works, 
Chicago, Ill. 


Lath—Expanded Metal 


Milwaukee Corruga@ing Co., 
Milwaukee, Wis 


Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind 
Niagara Machine & Tool Works, 
Buffalo, N. ¥ 


Machinery—Culvert 


Bertsch & Co., 
Cambridge City, Ind 


Omaha, Neb. 


Machines—Razor Blades 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 


Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’, 
Bertsch & Co. 


Cambridge City, Ind. 
Dreis & Krump Mfg. Co. 
Chicago, Til. 
Hemp & Co., St. Louis, Mo. 
Marshalltown Mfg. Co., 
Marshalltewn, Iowa 
Niagara Machine & Tool Wor 
pes ffalo, 'N. Y. 
Whitney Mfg. Co., W. 
Rockford, Til. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 








Meat Smokers 


Chatsworth Mfg. Co. 
Chatsworth, Il. 


Meat and Food = 


Enterprise Mfg. Co. 
Philedsiphia, Pa. 


Metal—Babbitt 


Merchant & Evans Co., 
Philadeiphia, Pa. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Miters, 


Friedley-Voshardt Co., 
Chicago, Ill. 


Motorcycles. 


Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 


Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Nails—Wire. 
American Steel & Wire Co., 
Chicago, II}. 
Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Nut Crackers 


Enterprise Mfg. Co. of Pa 
Philadelphia, Pa. 


Ornaments—Sheet Metal, 
Friedley-Voshardt Co., 
Chicago, Ill 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Parts__Auto, 


International Radiator Co., 
Chicago, Il. 


Parts—Bicycies 


Corbin Screw Corp., 
New Britain, Conn. 


Parts—Tools. 


Sorbin Screw Corp., 
New Britain, Conn. 


Patterns—Stove 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Cope-Swift Co., Inc., 
Detroit, Mich. 
Quincy Pattern Co., Quincy, JIl. 
Vedder Pattern Works, 
Trey, MN. FY. 


Pipe and Fittings—Furnace. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Howes Co., S. M., 


Boston, Mass. 
Lamneck Co., W_ E., 
Columbus, Ohio 
Manny Heating Supply Co., 
Chicago, Indiana 
Meyer & Bro. Co., F., Peoria, Ill, 
Michigan Safety Furnace Pipe 
Co. Detroit, Mich. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove 
Hemp & Co., St. Louis, Mo. 
Howes Co., S. M., Boston, Mass. 
Meyer & Bro. Co., F., Peoria, Ill. 
Sullivan-Geiger Co.. 

Indianapolis, Ind. 


Pipe—Conductor 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., 
Peoria, Ill. 
Dieckmann Co., Ferdinand, 


Cincinnati, Ohio 
Friedley-Voshardt 


Chicago, Ill. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis., 


Plumbs and Levels 


Stanley Rule & Level Plant, 
New Britain, Conn. 

















oe. 21 4A 





December 4, 1920. 


AMERICAN ARTISAN AND HARDWARE RECORD 51 





Polish—Metal and Stove 


Black Silk Stove Polish Co., 
Sterling, Ill. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Postse—Steel Fence 
American Steel & Wire Co., 
Chicago, Ill. 
Presses—Lard 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Punches 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
— eS 


Whitney Mfg. Co., W. 
Rockford, Ill, 


Punches—Combination Bench and 
Hand 


Parker Supply Co. 
New York, N. Y. 
Punches—Hand 
Parker Supply Co., 
New York, N. Y. 
Quadrants—Damper 


Parker Supply Co., 
New York, N. Y. 


Ranges—Combination Gas & Coal 


Globe Stove & Range Co., 
Kokomo, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Ranges—E’ ectric 


Globe Stove & Range Co., 
Kokomo, Ind. 


Rasps 


Disston & Sons, Inc., Henry, 


Philadelphia, Pa. 
Heller Bros., Newark, N. J. 


Nicholson File Co., 
Providence, Rhode Island 


* Refrigerators—Iceless 


Sedgwick Machine Works, 
New York, N. Y. 


Register Shields 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Registers—Cash 


Nat’l Cash Reg. Co., 
Rechester, N. Y. 


Registers—Warm Air 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Coe., 
Cleveland, Ohio 


Independent Reg. & Mfg. Co., 
Cleveland, Ohio 
Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Indiana 


Marsh Lumber Co., Dover, Ohio 


Rock Island Register Co., 
Rock Island, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Regulators—Damper 


Parker Supply Co., 
New York, N. Y. 


Repairs—Stove & Furnace 


Central Stove & Furnace Repair 
Co., Chicago, Ill. 


Hessler Co., H. E., Syracuse, N, Y. 
Nat’l Stove Repair Co., 
Cincinnati, Ohio 
Northwestern Stove Repair Go., 
Chicago, Ill. 


Revolvers 
Johnson’s Arms & Cycle Wks., 
Iver, Fitchburg, Mass. 
Rivets—Stove 


Kirk-Latty Mfg. Co 
Cleveland, Ohio 
Roasters. 
Lalance & Grosjean Mfg. Co., 
Chicago, Il. 
Rod Clips—Damper 
Parker Supply Co., 
New York, N. Y. 
Rods—Stove 
Kirk-Latty Mfg. 





Co., 
Cleveland, Ohio | 


Rolls—Forming 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 
Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 


Roofing—Iron and Steel 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa 


Brier Hill Steel Co., 
Youngstown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt (o., 
Chicago, Ill 
Inland Steel Co., Chicago, Il. 


Merchant & Evans Co., 
Philadelphia, Pa 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sykes Co., The, Chicago, Il 
Roofing—Zine 
American Zine Products Co., 
Greencastle, Ind. 
Rubbish Burners 
Hart & Cooley Co., 
New Britain, Conn. 
Rules 
Lufkin Rule Co., Saginaw, Mich. 


Sanitary Specialties 
Coleman, Allan J., Chicago, Il. 


Sash Balances 
Caldwell Mfg. Co., 
Rochester, N. Y. 
Saws 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Schools—Heating and Ventilating 
Engineering 
Cleveland Engineering Institute 
Cleveland, Ohio 
Schools — Sheet Metal Pattern 
Drafting 
St. Louis Technical Institute, 
Louis, Mo. 
Screens—Perforated Metal 
a . “ease & King Pagpeeeens 
Co. Chicago, Ill. 
Screws—Sheet Metal 
Parker Supply Co., 
New York, N. Y. 
Serew Drivers 
North Bros. Mfg. Co., 
Philadelpha, Pa. 
Sheets—Black and Galvanized 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Brier Hill Steel Co., 
Youngstown, Ohio 
Inland Steel Co., Chicago, I). 
Sheets—Blue Annealed 
Brier Hill Steel Co., 
Youngstown, Ohio 
Sheets—Planished 
Sykes Co., The, Chicago, Tll 
Sheets—Steel 


Ryerson & Sons, Joseph T., 
Chicago, Ill 


Shotguns 
Johnson’s Arms & Cycle Wks., 
Iver, Fitchburg, Mass. 
Sifters—Ash 
Diener Mfg. Co., G. W., 
Chicago Til. 
Sifters—Flour 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Skylights 
Burton Co., W. J., Detroit, Mich. 
Sleds 


The ‘Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N Y. 
Smoke Pipe—Cast Iron 


Manny Heating Supply Co., 
Chicago, Indiana 


Waterloo Register Co., 
Waterloo, Iowa 
Snips—Tinsmiths 


Ntagara Machine & Tool Wks., 
Buffalo, N.. Y. 


Solder—Aluminum 
Roesch, Geo. E., Aurora, Il. 
Solder 


Merchant & Evans Co., 
Philadelphia, Pa. 


Soldering Fluid 
Towner, F. A., Muskegon, Mich. 


Soldering Fluxes 
Special Chemicals Co., 
Highland Park, Ill. 





Soldering—F urnaces 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 

Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
—" Mich. 
Diener Mfg. Co., G. W., 
Chicago, Il. 
Double Blast Mfg. Co., 
9 Chicago, Thi. 
Hones, Inc., Chas. A., 
Brooklyn, N. Y. 
Quick Meal Stove Co., 
St. Louis, Mo 
Turner Brass Works, 
Sycamore, Ill. 


Soldering Irons 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Soldering Paste 
Towner, F. A., Muskegon, Mich. 


Special Chemicals Co., 
Highland Park, Il. 


Specialties—Hardware 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 
Bullard & Gormiey, Chicago, Il. 
Caldwell Mfg. Co., 


Rochester, N. Y. 
Chatsworth Mfg. Co., 
. Chatsworth, Ill. 
Corbin Screw Corporation, 
New Britain, Conn. 
Diener Mfg. Co., G. W. 
Chicago, Til. 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Enterprise Mfg. Co. of Pa., 
Philadelphia, " 
Heller Bros. o. Newark, N. 
Hessler Co., H. Syracuse, N. z. 
Hyfield Mfg. Gon ‘New York, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 
Nicholson File Co., 
Providence, Rhode Island 
North Bros. Mfg. Co., 
Philadelpha, Pa. 
Richards-Wilcox Mfg. Co., 
Aurora, Il. 
Rock Island Mfg. Co., 
Rock ‘Island, Til. 
Stanley Rule & Level Plant, 
New Britain, Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Speedometers—Bicycle 


Corbin Screw Corporation, 
New Britain, Conn. 


Sporting Goods 
Bullard & Gormley, Chicago, Ill. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary 
Friedley-Voshardt Co., 
Chicago, Ill. 


yerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stock Tanks 


Thomas & Armstrong’ Mfg. Co., 
London, Ohio 


Stock Waterers 


Rock Island Mfg. Co., 
Rock Island, Il. 


Stoves—Camp 


Quick Meal Stove Co., 
St. Louis Mo. 


Stoves—Gasoline and Kerosene 
Detroit Vapor Stove Co 

Detroit, Mich 

Nat’l Enameling & Stamping Co. 

Milwaukee, Wis 


Quick Meal Stove Co., 
St. Louis, Mo 


Stoves and Ranges 
Bridge & Beach Mfg. Co., 
St. orm Mo. 
Danville Stove & Mfg. 
itn Pa. 
Globe Stove & R&nge Co., 
Kokomo, Ind. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Schill Bros. Co., Crestline, Ohio 
Stove Pipe Reducer 


Sullivan-Geiger Co. 
Indianapolis, Ind. 
Stuffers—Sausage 
Enterprise Mfg. of Pa., 
Philadelphia, Pa. 
Suction Cups 
Coleman, Allan J., Chicago, Ill. 


Tacks, Staples, Spikes 


American Steel & Wire Co., 
Chicago, Til. 


Tapes 
Lufkin Rule Co., 





Saginaw, Mich. | 


Tiles and Shingles—Metal 
American Zine Products Co., 
Greencastle, Ind. 
Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Thomas & Armstrong Mfg. Co., 
London, Ohio 


Tin—Perforated 
Harrington & King Perforating 
Co., Chicago, Ill. 


Tinplate 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 


Tools—Auto Repair 
Curfman Mfg. Co., F. L., 
Chicago, Ill. 
Internatonal Radiator Co., 
Maryville, Mo. 


Tools—Carpenter 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Stanley Rule & Level Plant, 
New Britain, Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill, 


Tools—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Il. 
Howes Co., S. M., Boston, Mass. 
Marshalitown Mfg. Co., 
Marshalltown, Iowa 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 
Ryerson & Son, Joseph T., 
Chicago, Ill. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 
Viking Shear Co,, Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Til. 


Torches 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Go., 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Double Blast Mfg. Co. 
North Chicago, Til. 
Hones, Inc., Chas. A., 
Brooklyn, B. F. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Turner Brass Works, 
Sycamore, Ill. 


Trimmings—Stove 
Fanner Mfg. Co., Cleveland, Ohio 


Valves—Humidifiers 
Haynes, Kansas City, Mo. 


Ventilators 
Basman Co., Inc., A - 
Detroit, Mich. 


Berger Bros. Co., Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Il. 
Standard Ventilator Co., 
Lewisburg, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Thomas & Armstrong Mfg. Ce., 
Lendon, Ohio 


Ventilators—Ceiling 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Gooveneee. Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, Til. 


Vises 
North Bros. Mfg. Co. 
Philadelphia, Pa. 


Co., 
Rock Island, Ii. 


Wagons—Auto-Wheel Coaster 
The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N. Y. 


Water Outlets 
Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 
Window Cleaners 
Coleman, Allan J., Chicago, Ill. 


Rock Island Mfg. 


Wire 
American Steel & Wire Co., 
Chicago, I. 
Pittsburgh Steel Co,, Chicago, Ill. 


Wood Faces 
Marsh Lumber Co., 
Dover, Ohio 


Wrenches 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 
Coes Wrench Co.. 
Worcester, Mass. 


Zine 
American Zine Products Co., 
Greencastle, Ind. 
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WANTS AND SALES 


BUSINESS CHANCES 


SITUATION WANTED 








For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


| BUSINESS CHANCES 














For Sale—800 Pioneer wire bound wood 
shipping cases, 24%x15-x8 inches deep. 
Address Banks and Company, Warsaw, 
Indiana. 21-3t 





COLLECTIONS — Notes and accounts 
collected anywhere in United States. Ref- 
erence, any bank in Battle Creek. H. C. 
Van Aken, Lawyer, 309 Post Building, 
Battle Creek, Michigan. 20-4t 





Lightning Rods—Big profits and quick 
sales to live dealers selling ‘“DIDDIEX’S 
UNIVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. F. Diddie Company, Marsh- 
field, Wisconsin. 18-ufn 





Wanted to Buy—Small hardware store 
in or near Chicago. When replying 
please state particulars. Address B-55, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-ufn 


Wanted—To hear from owner of good 
hardware store for sale. State cash price, 
description. D. Bush, Minneapolis, 
Minnesota. 23-1t 





For Sale—9-3 column radiators, hot 
water; one No. 230 Ideal Standard boiler. 
Has been used but very little. All in good 
condition. Reasonable price. Oscar Pet- 
erson, Lincoln, Kansas. 22-3t 





Business chance. A good opportu- 
nity to organize a small manufacturing 
company or a chance for some person 
who wants to get his own business and 
who has not sufficient money to start 
alone. On account of the increase of 
our business we have moved our manu- 
facturing plant from this village to a 
larger city and are now offering our 
vacant building which is 32x42, two- 
story, with a garage in connection 
either for sale or rent on very easy 
terms. As an inducement to get a cor- 
poration manufacturing plant started 
we offer to subscribe and pay for in 
cash from one to five thousand dol- 
lars worth of stock to start with. We 
are not particular what line of manu- 
facturing it is as long as it is a good 
and saleable article and managed by 
a good, reliable man who can give 
good references. This village is lo- 
cated on two railroads and has good 
shipping facilities as well as a brass 
and aluminum factory. Address B-57, 
Care of AMERICAN ARTISAN AND 


HARDWARE RECORD, 620 #£=South 
Michigan Avenue, Chicago, —— 
-““a* t 








HELP WANTED 








Wanted at Once--Two good tinners for 
guttering and geneent repair work. Ray 
Wright, 216 S. State Street, Jackson, Mis- 
sissippi. 20-4t 





Wanted—A good tinner and plumber. 
Steady employment. Please state wages 
desired. C. J. Johnson, Dell Rapids, South 
Dakota, 20-4t 





Wanted—Tinner. Steady employment 
for one to do general run of job work. 
$9.00 per day. M. S. Warren, Port Ar- 
thur, Texas. 22-3t 





For Sale—Complete equipped tin shop 
in live central Washington town. Fine 
location and good business possibilities. 
$400.00 will handle this deal, balance as 
you make it. Chance for a live man. 
Lentz Hardware Yakima, 


Company, 
Washington. 21-4t 





Wanted to Buy—Two good mechan- 
ics wish to hear from someone who 
has a tin shop for sale on small sum 
down and balance as it is earned. 
Central states only. After March Ist. 
Address H. J. Lang, 315 So. 31st Street, 
Omaha, Nebraska. 22-3t 





For Sale—Only tin shop in good Mon- 
tana town of 2,000. Plenty of work. 
This years’ business over $10,000. Tools 
and stock invoice about $3,000. Can re- 
duee stock. Good tools. Clean stock. 
Terms half cash down. Address B-50- 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, fllinois. 21-3t 





For Sale—Tin shop in Northeastern 
Iowa. Established twelve years. At 
invoice price. Full set of tinners tools 
brake. Population is 3,500. Good 
schools and churches. Plenty of work. 
Only one other shop in town. Address 
B-56, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, —— 

-3t 





For Sale — A well established hard- 
ware business. Stock $20,000. Unusually 
attractive for live and experienced hard- 
ware man. Located in a most rapidly 
growing city of northern Illinois. Big 
outlet for builders’ hardware, tools, paints 
and factory supplies. Owner has other 
business ventures requiring more personal 
attention. No traders or sacrifice sale 


considered. Kindly address B-63, care of 
AMERICAN ARTISAN AND HARD- 
WARE RECORD, 620 South Michigan 
Avenue, Chicago, Illinois. 


23-3t 





Wanted—An experienced bookkeeper 
for general hardware store. State age. 
number of years experience, salary 
wanted, in first letter. 
Guenther, 524 Allen Street, Owensboro, 
Kentucky. 22-3t 





Wanted—First-class sheet metal work- 
ers. $1.25 per hour. Steady position. 
Good southern town. Address B-54, 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 21-3t 





Wanted—tThree first-class tinners or 
men who have had experience on venti- 
lating work. Only first-class men need 
apply. Union shop. One dollar per hour. 
Write or telegraph before coming. Foster 
Metal Products Co., 217 South Fourth 
Street, Springfield, Dlinois. 22-3t 





Wanted—A tinner and furnace man in 
small town. County seat, southern Wis- 
consin. State wages and particulars in 
first letter. Please address B-61, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-3t 


Address J. Ed.. 


Situation Wanted—By all around tinner 
and furnace man. Have had ten years’ 
experience. Can handle any kind of 
furnace work. Kindly address B-60, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igarn Avenue, Chicago, Illinois. 23-3t 





Situation Wanted—By an all around 
tinner with a reliable firm. Have had 25 
years’ experience. Will be open for a job 
about the middle part of January. Address 
B-62, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Vichigan avenue, Chicago, Illinois. 23-3t 


Situation Wanted — By enameler; Al 
with large concern or stove manufactur- 
ing firm in all lines, kitchenware in all 
colors, stoves and ranges, refrigerators, 
etc. Good references. Please address B-49, 
care of AMERICAN ARTISAN AND: 
HARDWARE RECORD, 620 South Michi- 
fan Avenue, Chicago, Illinois. 20-4t 








Wanted—By plumber and 
heating man. Can lay out own work and 
understand all branches of the trade. 
No pump or windmill work. State wages, 
size of town and shop in first letter. Ad- 
dress B-52, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, HEllinois. 21-3t 


Situation 





_Situation Wanted — By combination 
tinner and plumber. Have experience in 
all lines of heating; have followed the 
trade all my life. Am 25 years old and 
married. Would prefer town under 10,- 
C00 population, in Southwestern states. 
Please state wages and living conditions 





in first letter. S. K. Fesler, P. O. Box 
129, Palestine, Texas. 22-3t 
Situation Wanted as city salesman 


either with manufacturer or heating es- 
tablishment. Have had sales and prac- 
ticai experience in warm air furnace bus- 
iness. Might consider investment in 
right proposition. Please address B-58. 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-3t 





Situation Wanted—By sheet metal 
worker and layout man. Am thoroughly 
familiar with warm air furnaces and 
furnace fittings. Have had 15 years’ ex- 
a. 7 years as foreman. Will be at 
iberty about December 15th. Address 
B-53, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 21-3t 





Situation Wanted—By a first-class 
plumber and tinner with eleven years ex- 
perience. Can work from blue ‘prints; 
am capable of running a shop. Prefer 
Western territory in city or country town 
of 2,000 population or better. Will be 
able to start the first of March. Noth- 
ing but a steady job considered. 
State salary. Address’ B-5l, 
AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 














igan Avenue, Chicago, Illinois. 21-3t 
TINNERS’ TOOLS 
For Sale—One set tinner’s tools. Red- 


lich & Son, Jerseyville, Illinois. 20-41 





Wanted—A second hand 8 ft. brake, in 
good condition. Noble Sheet Metal Works, 
119 S. Stevens Street. Rhinelander, Wis- 
consin. 23-3t 





Wanted—Tinners tools. State price on 
each article or complete set. Address 
Dan Quigley, 1228 Oneida Street, Apple- 
ton, Wisconsin. 21-3t 





Wanted—Practical sheet metal work- 
ers for open shop, doing all kinds of 
sheet metal work, cornices, skylights, 
etc. Best tools, best working and living 
conditions. Nine hours per day and good 
wages to the right men. Harry T. Klue- 
gel, North Emporia, Virginia. 21-3t 


SITUATION WANTED 














Situation Wanted—As clerk or manager 
of branch store. Have had 25 years’ ex- 
perience. Also understand the furniture 
business; have Gone tinning and plumb- 
ing. South or west preferred. State sal- 
ary. A. W. Gilkerson, Burke, South Da- 
kota. 23-3t 





Wanted—To buy—A Wrights 42 inch 
~sheet metal folder and a standard size 





pipe crimper. Describe condition and 
state price. K. E. Little, Tahlequah, 
Oklahoma. 21-3t 

Wanted to Buy—A _ set of second- 


hand tinners’ tools. They must be in 
good condition and priced right. Ad- 
dress H. C. Walcott, 906 West Terreli 
Avenue, Fort Worth, Texas. 22-3t 





50% regular price: 31”x2” 
folder (rights); 8” 
pipe mandrel; smail 
wiring machine and 


For Sale at 
forming rolls: 31” 
bench shear; 36” 
turner and stand; 


stand; charcoal stove and small burring 
machine. Joe Lauth, Pontiac, a 
3-3t 


gan. 











